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INTRODUCTION 
Today's young people are embarking on the costly task of establish­
ing households in greater numbers than ever before. Economic as well as 
social changes have contributed to the increase in the number of inde­
pendent households, especially among young families. A comparison of 
current markets for consumer goods and services with those of preceding 
generations reveals sharp contrasts in the types and uses of consumer 
credit. Today many young families are being assisted in the establish­
ment of their households by means of consumer credit whereas, .in preced­
ing generations, they functioned mainly on a cash basis. The implica­
tions of today's approach to household establishment warrant more accu­
rate portrayal of the existing situation. In what ways do young families 
use consumer credit? Under what terms and conditions are they able to 
negotiate contracts of purchase? What are their attitudes toward credit 
as a means of purchase? While these questions may appear to have little 
economic significance, the consequences of credit can be far-reaching. 
The Role of Consumer Credit 
Consumer credit is not a modern invention. Its history dates from 
ancient times^, and its forms and uses have varied with the prevailing 
situations. Earlier generations of consumers sometimes are described 
1Morris Jastrow, Jr. The Civilization of Babylonia and Assyria. 
Philadelphia, J. B. Lippincott Company. 1915. pp. 299-302. 
2 
as having operated on a cash basis. Yet the pioneers would have had 
difficulty surviving without the credit from local suppliers. Through 
the years, farmers often have been extended credit "until the crop was 
out*. With Increased rates of social and geographic mobility in our 
society, many families are faced with circumstances that make credit 
almost necessary. The opportunities for using credit have grown, and 
the number of credit users has increased especially among the younger 
2 
age groups. Financial circumstances of young couples asy make credit 
a satisfactory means of purchase in their functioning as economic units. 
Economic functions of families 
Consumption has long been assumed a final step in the economic 
process whereas, in reality, it is a link in the chain of several major 
economic activities. As a result, the economic functions of families 
encompass more than the mere employment of available resources for the 
achievement of short and long term goals. MLll^ underscored the inter­
dependence of the spheres of economic activity when he referred to 
productive consumption as that necessary to maintain work capacities of 
laborers. Consumption is necessary for a continuing supply of certain 
factors of production, especially those within the human class. The 
George Katona, Charles A. Lininger, and Eva Mueller. 1963 Survey 
of Consumer Finances. University of Michigan Institute for Social 
Research Survey Research Center Monograph No. Jk, 1964. pp. 6O-61. 
3John Stuart Mil. Principles of Political Eccncny. London, 
Longmans, Green and Company. 1909# pp. 51-52. 
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wide variety of economic activities within family units may be subsumed 
under either of two categories: (1) the transformation function, and 
(2) the allocation fonction, In light of Mil's interpretation, the 
transformation function takes on considerable relevance. 
Transformation function The uses to which goods and services 
are put will affect the quality and/or quantity of the resources that 
flow back into the production sphere. A family that uses part of its 
income to educate one of its members may contribute to the labor force 
a type of manpower that is of greater value to the production sphere 
than could have resulted from any alternative employment of the income 
resource. The return for the improved factor to the family and also to 
the economy may be greater than from alternative uses. As a result of 
the transformation function, the production and consumption spheres each 
have gained. In converting its resources, then, the family should be 
mindful of the consequences from the alternative uses. 
While the transformation of resources is adequate base for an 
intensive study, attention herein is directed toward particular aspects 
of the allocation function. It should be pointed out that these two 
categories do not operate exclusive of one another, but actually are 
interdependent and basic functions in the economic system. 
Allocation function Before a family transforms its resources, 
certain allocatlve activities will have taken place either consciously 
4 
h 
or subconsciously. Either by genuine decision making or by less for­
malized processes, the family will have decided how much and in what 
combinations its various resources are to be eaplcyed in its sundry 
undertakings. There is a common tendency to consider money as the major 
family resource. Not to be overlooked, however, are inventories of 
property and human attributes as health, education, special skills, 
vitality, knowledge and desire to serve. 
A portion of most consumers' resources is relinquished involun­
tarily to governments as taxes. The involuntary nature of this alloca­
tion removes it from the class of alternatives at the discretion of the 
consumer. The consuming unit has four types of alternatives for the 
employment of its discretionary resources. It is free to consume them, 
to save them for use during succeeding time periods, to destroy them 
or to give them «any. 
If the consumer chooses consumption in preference to the other two 
types of alternatives, it may be derived from resources other than cur­
rent income. Expenditures within any given time period may utilize 
income of that time period plus savings of prior periods and/ or credit 
which is a commitment of future wealth. Since the use of credit in­
volves commitment of future wealth, its use for consumption has many 
implications for the long run. 
if. 
George Katona. Psychological Analysis of Economic Behavior. 
New York, McGraw-Hill Book Compary, Inc. 1951. p. 49. 
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Credit in the economic functioning of consumer units 
Credit's role as an alternative method of purchase may affect the 
time perspective of the consumer as well as his levels of consumption. 
Differences between income and expenditures that occur in various stages 
of the family life-cycle can be lessened through the use of consumer 
credit. Furthermore, the flow of income can be altered in the long run 
by the use of credit. These effects from the use of consumer credit may 
evolve fran one and the same transaction or from different ones. 
Credit can alter amounts of purchases in future time periods as 
well as in the present. Through this commitment of future wealth, it 
is possible to Increase purchases in the present. Purchases in the 
future will be unaffected if wealth is adequate to meet normal outlays 
plus the retirement of the debt. In this case, the flow of economic 
activity can remain stable. Whenever future wealth is inadequate to 
meet prior commitments and consumption requirements of that period, a 
» 
forced contraction in expenditures results. In essence, the level of 
purchases over time has not changed, but the time of purchase is earlier. 
The shift in the time of purchase may have inherent advantages for 
the consuming unit. However, one disadvantage that may accrue to the 
user of credit is a greater total outlay for a given item. When a 
family's resources are limited, the added cost may be relatively high. 
The cost of the credit transaction must be recognized by the family if 
it is to make efficient allocation of its resources. Unless the credit 
6 
costs are offset by savings In another category, the consuming unit will 
have less to spend on other goods and services. 
Savings can be wrought through the use of credit and thereby make 
it an alternative preferrahle to nonuse in certain instances. For ex* 
ample, an extension of credit to buy a piece of needed equipment at a 
time when it is offered at a reduced price may be less costly than the 
price differential. It is possible, too, that credit used for consump­
tion needs will free capital for production purposes which bring added 
return in the long run. Another known fact of the consumer credit world 
is that costs of such transactions vaiy with commodity types. Therefore, 
the continuance of a lower-cost contract may provide the consumer with 
resources for current needs that would otherwise require a higher-cost 
contractual arrangement. While the above show the positive side of 
consumer credit, negative elements in its use do exist. 
Merchants of credit tend to obscure the facts related to its cost. 
Consumers insensitive to such differences may find themselves committed 
to contracts that dictate the allocation of their resources for seme 
time into the future. A further hazard of using credit is that the 
consumers may over extend themselves and become financially Insolvent. 
Whenever an isolated consumer is involved, the effects from any of the 
above possibilities may be hardly discernible outside the family unit. 
In the aggregate, however, the actions of families can have consider­
able force. They can precipitate substantial changes in other sectors 
7 
of the economy. Because of these potentially far-reaching consequences, 
the total credit situation must be observed# 
Current trends in consumer credit 
Much discussion is given to the increase in the volume of consumer 
debt. However* it is necessary to look at more than the volume of debt 
in the aggregate to see the actual situation. Many quarters express 
alarm at the volume of private debt. When it is expressed as a percent­
age of gross national product, the current ratio is well below the level 
5 
that existed just prior to the stock market crash of 1929. While the 
optimist is quoting the averages to support his conclusion that the 
expansion of consumer credit outstanding is strictly an asset to the 
economy, he should be reminded of the growing number of financial in­
solvencies. The overwhelming share of the Increases in bankruptcies 
since World War H has been in the "non-business" class. ^ Averages do 
not tell the whole story. 
Volume of consumer credit In the past 12 years, while personal 
consumption expenditures were increasing almost 75 per cent, the volume 
of consumer credit outstanding Increased from $31 billion to almost $74 
billion. This was a percentage increase of 130. (See Tables 1 and 2). 
^Alfred L. Malabre, Jr. Worry over Debt. Wall Street Journal 44: 
1. July 17, 1964. 
^Samuel L. Mirers. Non-Business Bankruptcies. Council on Consumer 
Information Conference Proceedings 10 : 2. 1964. 
Table 1. Personal consumption expenditures in the United States, 1953-1964 (in billions) 
Furniture and 
Total Durables Auto and parts equipment Service 
Per cent Per cent Per cent Per cent Per cent 
Dollars change Dollars change Dollars change Dollars change Dollars; change 
1953 232.6* 32.9* 81.1* 
1954 238.0 2.3 32.4 (1.5) MMUM . 86.3 5.5 
1955 256.9 7.9 39.6 22.2 92.5 7.2 
1956 269.9 5.1 38.5 (2.8) 100.0 8.1 
1957 285.2 5.7 40.4 4.9 
* ,,,1,1 107.1 7.1 
1958 293.2 2.8 37.3 (7.7) 114.3 6.7 
1959 313.5 6.9 43.6 16.9 18.1b 18.9* 122.8 7.4 
1960 328.5 4.8 44.8 2.8 18.8 3.9 19.1 1.1 131.5 7.1 
1961 338.1 2.9 43.7 (2.5) 17.2 8.5 19.3 1.1 138.3 5.2 
1962 356.7 5.5 48.4 10.8 20.6 19.7 20.2 4.6 146.4 5.9 
1963 375.0 5.1 52.1 11.8 22.7 10.1 21.4 5.9 155.3 6.1 
1964 399.3 6.5 57.0 9.4 24.2 6.6 24.0 12.1 165.1 6.3 
^Disposition of Personal Income. Economic Indicators. May 1965 s 5* 
u * 
U.S. Department of Ccmmeroe. Survey of Current Business 45i No. 6t 5-1. June 1965. 
Table 2. Consumer credit outstanding in the United States, 1953-1964 (in millions) 
Total Automobile Naa-inst ailment Personal loans 
Per cent a Per cent Per cent Per cent 
Dollars8 change Dollars change Dollars change Dollars change 
1953 31.393 9,835 8,388 
1954 32,464- 3.4 9,809 2.6 8,896 6.1 
1955 38,830 19.6 13.460 37.2 9,924 11.5 6,112 
1956 42,334 9.0 14,420 7.1 10,614 6.9 6,789 11.1 
1957 44,970 6.2 15.340 6.4 11,103 4.6 7,582 11.7 
1958 45,129 .4 14,152 7.7 11,487 3.5 8,116 7.0 
1959 51.542 14.2 16,420 16.0 12,297 7.1 9,386 15.6 
1960 56,028 8.7 17.688 7.7 13,196 7.3 10,480 11.7 
1961 57,678 2.9 17,223 2.6 14*151 7.2 11,256 7.4 
1962 63,164 9.5 19,540 13.5 15»130 6.9 12,643 12.8 
1963 69,890 10.6 22,199 13.6 16,145 6.7 14,391 13.8 
1964 76,810 9.9 24,521 10.4 17,413 7.9 16,071 11.7 
aConsumer and Real Estate Credit. Economic Indicators. May 1965$ 32. 
During this same period (1953 to 1964), expenditures on consumer durable 
goods increased almost 80 per cent. There was a 10 per cent Increase 
in this expenditure daring 1964, when sales reached approximately $59 
billion after a 1963 high of $52 billion. Two commodity groups within 
this category that have experienced sizeable increases are automobiles, 
and household furnishings and equipment. 
Match is written about the volume of installment debt. It should 
be noted that non-installment credit comprises one-fifth of total con­
sumer credit outstanding (Table 2). Its volume has doubled in the past 
12 years. Non-Installment credit is frequently used for nondurable 
goods and services. Expenditures for services have increased 145 per 
cent since 1951» Although no data could be found by the writer, it is 
probable that as large a percentage of this expenditure is accounted 
for by credit purchases as before. 
It was noted earlier that credit can influence the level of ex­
penditures in succeeding consumption periods. Ihis results from the 
fact that credit is a commitment of future wealth. The use of the 
credit resource and the impact of its purchase in the market place may 
have been realized in full or in part In the earlier period. Of even 
greater consequence is the effect tecm more credit having been extended 
than can be repaid by the consumer. The financial failure of an isolated 
consuming unit cannot cause a nationwide economic emergency. However, a 
concentration of failures in the consumer sector or in the business 
sector could have wide impact. The linkage among the complex of eco­
11 
nomic activities could spread the consequences throughout the economy. 
Various business-cycle theories strongly indicate an accelerator and/ or 
multiplier effect from contraction as well as expansion of economic 
activity. Undue overextension of credit could trigger a decline in 
economic activity. The financial solvency of the individual consuming 
unit does contribute to the health of the economy, and therefore is 
worthy of closer scrutiny. 
Trend in bankruptcies The practice of quoting total and average 
• i 
figures gives little or no indication of the status of individual debt 
commitments. More consumers are active in the credit market today. 
Various changes in lending arrangements through the/years have influ­
enced the quality of debt commitments. Currently, housing mortgages 
generally are repaid on an amortized arrangement whereas a lump-sum 
repayment was common 30 years ago. On the other hand, the types of 
goods and services now available on credit are inclusive of almost all 
consumption items. With these increased ways to use credit and the 
greater number of consumers in the market today, it is well to be con­
cerned with the financial health of the consuming units. An impressive 
statistic that confronts us is that bankruptcies have Increased sub­
stantially. The tenfold increase within the past two decades is ao-
7 
counted for almost in total by the non-business bankruptcies* In a 
7 
'Hrers, c£. cit.. p. 2. 
12 
g 
recent study of bankruptcy petitions, it was found that the greatest 
increase in the number of petitions was among those earning from. $5,000 
to $7,000 per year. The middle-income group comprises a larger percent­
age of bankruptcies now than ever before. 
The typical bankrupt has been described as young, married, and a 
9 
white-collar or skilled worker. This general description suggests 
that certain groups within the consumer population may be more vulner­
able financially than others. The outlooks of young couples have been 
influenced by a different economic environment than confronted their 
parents. The approach of young couples to the establishment of a house­
hold may reflect changes in the public's image of consumer credit as a 
normal aspect of family economic life. 
Young couples in today's or edit-oriented market 
There has been no point in the history of the United States when 
consumer credit did not exist. But until recently, the attitude of the 
consuming public toward the use of credit was sharply conservative. 
Large numbers of families made intensive efforts to avoid resorting to 
credit. Today, however, it would seem that one of the first items of 
business for a young couple is to open a charge account. These actions 
in many oases can be justified by the particular financial circumstances 
g 
Consumer Business Trends. Credit World 52: 36. July 1964. 
Q 
Myers, <$>. cit.. p. 7. 
13 
encountered by young couples. 
Needs of young couples With the affluent character of current 
society and the ready availability of goods and services for mass con­
sumption, standards of living have tended to rise more rapidly than 
income. The increased standards are particularly notable among young 
adults. A o exam on situation confronting young couples is a supply of 
resources inadequate for achieving their aspirations. Most people marry 
at an age when their earnings are relatively lew. Mary of these people 
have worked only a short time and, therefore, have little or no accumu­
lated savings. The establishment of a home, the birth of children, or 
amy unexpected expenditures combine to put a strain on limited funds. 
The purchase of certain goods and services can hardly be postponed until 
the full amount of the cash price is on hand. It would be folly for a 
young couple under normal conditions to refuse to buy a range and re­
frigerator on credit if its only alternative was "eating out". In the 
long run, the added cost of a time purchase for these items would likely 
be much less than the added cost of the restaurant meals. 
In the foregoing example, the consumer's financial position might 
be enhanced by entering into a debt obligation. Ihis cannot be said of 
all credit transactions, however. A seldoro-recognized fact is that the 
time price of a purchase as against the cash price in most instances is 
greater. The result, then ceteris paribus is to reduce the consumer's 
command over goods and services in the market. The young couple must 
10 decide if the opportunity cost of the credit transaction makes it a 
feasible alternative. 
A further consideration about the uses of credit is the implication 
that the practice may have for the long-run financial attitudes and 
practices of families. In earlier generations, many who established 
their households largely an a cash basis found it difficult to assume 
credit commitments later in life. The inference frcm this is that 
purchasing habits formed by young people may well prevail through suc­
ceeding stages of their life cycle. This tendency among consumers, in 
the aggregate, can influence the health of the economy. 
Number of young consumers using credit Young people do use 
credit. In 1963* among the 18-24 age group, 31 per cent had installment 
11 debt outstanding in excess of $500. For more than half of these (18 
per cent of the total age group), the debt exceeded. $1$000. In light 
of the median age of first marriages and the current rate of household 
12 formation , the need for credit financing among this age group should 
continue strong. It is reasonable to assume that these percentages will 
*°F<xr an exposition of this concept see; Fred Cottrell. Energy 
and Society. New York, McGraw-Hill Book Company, Inc. 1955* P* 53* 
11 
Katona, LixsLnger, and Mueller, og. cit., p. 67. 
^.S. Bureau of the Census. Current Population Reports, Popula­
tion Characteristics : Series P-20, No. 135: 3. April 28, 19#; 
U.S. Bureau of the Census. Current Population Reports, Population 
Characteristics: Series P-20, No. 140: 1. July 2, 1965. 
15 
Increase within the decade* 
The increased frequency of yoking people as users of credit has 
economic import. That the role of consumer credit among young families 
merits investigation is supported by the following facts* 
1 ) the changing composition of the United States population is 
experiencing the greatest increase in the 19-24 age group. Through 
19?0, this age group will comprise an increasing segment of the popula­
tion^ 
2) the majority of nevtLy married people fall within this age group 
3) these young couples, in establishing their hemes, will substan­
tially influence the demand in the market for consumer goods and services 
4) the use of consumer credit is more frequent among younger age 
14 
groups than among the older. 
Relevant Studies 
' 
In searching the literature, one finds numerous studies on various 
aspects of consumer credit. Only a few of these, however, discuss con­
sumer credit as it relates to the establishment of households by young 
couples. Through the years the Bureau of Labor Statistics has compiled 
13S. Lees Booth. 1964 Finance Facts Yearbook. Washington, D.C., 
National Consumer Finance Association. 1964. p. 9* 
i2|"lbid.. p. 44. 
16 
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extensive data on consumer incomes and expenditures. These studies 
provide considerable information on various expenditure categories, but 
give little insight into the way credit has been used for these outlays. 
The survey instrument for the 1950 stucty^ does include questions on 
amounts owed in various categories at the beginning and at the end of 
the year. With the exception of a few supplemental questions related 
to automobiles, no other data on credit transactions were collected 
however. 
Michigan University's Survey Research Center has published the 
17 fourth in a series of monographs on consumer finances. Prior to this, 
data were collected for and reported by the Board of Governors of the 
Federal Reserve System. These studies have given greater attention to 
installment debt than to other types of credit transactions. The entire 
spectrum of age groups above 18 years has been included in these surveys. 
The wider scope necessarily restricts the extent to which detailed in­
formation can be compiled. Data thus collected provides, however, an 
overview of the situation through time. 
1^ See for example U.S. Bureau of Labor Statistics. Study of Con­
sumer Expenditures, Incomes and Savings, 1950. Volumes 1-18. Pitts­
burgh, University of Pennsylvania. 1956-57. 
^Helen Humes Lamale. Methodology of the Survey of Consumer Ex­
penditures in 1950. Pittsburgh, University of Pennsylvania. 1959. 
PP. 257-304. 
17 
Katona, Lininger, and Mueller, og. cit.. p. vi. 
17 
Some of the studies have been conducted as a survey of the industry. 
The latest in a series by the National Bureau of Economic Research 
deals with the cost structure of the industry far a recent 10-year pe­
riod. A monograph on the industzy prepared for the Commission on Money 
19 
and Credit was published in 1962. Prepared by a trade association, 
the study casts the service role of the industzy in a highly favorable 
20 light. An interesting contrast in viewpoint is presented in Black's, 
21 
Buy Nog» Pay later» His monograph written for popular consumption is 
a departure from the empirical studies mentioned so far. While he sur­
veys current practices of consumer credit Institutions, he interprets 
these in light of implications far the individual consuming unit. 
Among research dealing with the impact of credit on the consuming 
unit, three area studies were found that in certain aspects relate to 
18 
Paul F. Staith. Consumer Credit Costs, 1949-59» National Bureau 
of Economic Research Studies in Consumer Instalment Financing No. 11. 
1964. pp. 1-3. 
19 
National Consumer Finance Association. The Consumer Finance 
Industry. Englewood Cliffs, New Jersey, Prentice-Hall, Inc. 1962. 
p. vii. 
jfoid., pp. 11—12. 
21 
Hill el Black. Buy Now, Pay Later. New York, William Morrow and 
Coupany. 1961. pp. 211-227* 
18 
22 
the stucty at hand. One stu<fcr was concentrated within a single eco­
nomic group. Another analyzed a population similar to the one far this 
study for its use of installment credit, T*ile the third stw&r investiU 
gated the more comprehensive role of financial management. 
In her stuty of beginning families, MacBab found that credit was 
the least used means of obtaining household furnishings.^ Notable 
contributions of major housekeeping items ware mads by the parents. A 
case method approach was used for the studjy so no statistical tests of 
significance were employed. 
Caplovitz studied more than the young families. BELs thorough in­
vestigation included low-income families of all age classifications. 
Frcm a sample of 464 families, 93 cases were headed by a person 29 years 
OIL 
or younger. Among the young families, credit had almost universal 
use. This age class had the highest percentage with debt outstanding 
at the time of the stucbr and the lowest percentage of non-users. Fam­
ilies in the younger age classification did net obtain cash loans as 
22 
David Caplovitz. The Poor Pay More. New York, Free Press of 
GLencoe. 1963» ftolip Basil Healqy. The Knowledge and Dae of Consumer 
Instalment Credit by Young Married People of the Lansing, Michigan Area. 
Unpublished Ph.D. thesis. Bast Lansing, Michigan, Library, Michigan 
State University. 1963; Marian Hirers MacNab. Financial Management of 
Beginning Families. Unpublished M.S. thesis. Ithaca, New York, Library, 
Cornell University. 1960. 
2^ MaoNab, <£. cit.. p. 27. 
24 
Caplovitz, og>. cit.. pp. 100-103. 
19 
frequently as did older families, yet they were prone to enter Into 
installment contracts with the merchant. 
The fbidttags with respect to credit used by young, low-income fam-
25 
Hies paralleled that for young families in Lansing, Michigan. The 
Healey study utilized two populations: a sample of 80 drawn from 
Lansing, Michigan and one of similar size dram from the student bo# 
at Michigan State University^ His study, patterned in part after 
that of the Board of Governors of the Federal Rsssrvs System, dealt 
with consumer installment credit only. Young people1 s knowledge of 
consumer Installment credit left something to be desired. The majority 
of these young people did not know the cost of their credit transac-
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tions. It was found that even among the University sample where all 
husbands and a goodly number of the wives had been or were college 
students, less than 20 per cent had studied formally about consumer 
credit.2® 
A second phase of the study investigated policies of credit agen­
cies toward the young married population. Lending agencies recognize 
25 
'Healey, oj>. cit.. p. 56. 
26Ibid., p. 4. 
^Ibid.. p. 65. 
2%id.. p. 80. 
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differences between the needs of this group and their other borrowers. 
let, Healey's findings indicated little has been done to adjust to 
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these differences. This is inconsistent with the National Consumer 
Finance Association's interpretation of the industry's service to the 
public. 
In reviewing the studies — those for the industry and those frata 
the consumer viewpoint — one cam on conclusion is noted. Consumer 
credit is an important element in the mass production-mass consumption 
economy of the United States. The future will find the influence of 
credit continuing strong. Uses of consumer credit will vary among the 
different consumer age groups. Circumstances of young married couples 
point to their being prime users of credit during the next several 
years. Ibis study was undertaken to investigate the role of consumer 
credit in the establishment of households by young couples. 
Objectives of This Study 
As a group, the younger generation uses consumer credit more fre­
quently than did preceding generations. Yet, one would expect differ­
ences among young people in their uses of credit. These differences 
may stem from a variety of factors such as income, occupation, education 
and reference groups. The probable differences will be manifested not 
only in what credit is used for but also in the frequency of credit use 
^Md., pp. 87-104. 
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and in the sources from which credit is obtained. Among these sources 
one finds a variety of transactional differences relating to duration, 
cost and manner of repayment of the debt. 
It is proposed that a study of a group of young married couples 
with respect to the establishment of their households could furnish 
partial explanation of the differences in the uses of credit among this 
group. Young couples begin marriage with various levels of assets. 
Does the level of asset holdings affect the sextant to T&ich a young 
couple uses credit? Does the manner in which assets were accumulated 
influence the method of purchase of future acquisitions? When credit 
is the method of purchase, what factors influence the particular arrange­
ments of the transactions? This study was undertaken to Investigates 
1) the manner and extent of durable accumulation by young couples 
2) the frequency of use of consumer credit by young couples for 
various living needs 
3) the types of credit arrangements and the sources from which 
credit is obtained 
4) the environmental circumstances of the couple that give rise to 
its credit orientations with respect to time, space and material aspects 
of life. 
A particular objective of this stuefcr was tg investigate the dif­
ferentials in uses of consumer credit by young couples that may relate 
to their economic and social characteristics. 
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Plan of the Report 
Having established, the problem, Its setting and the objectives of 
the statics the theoretics! fraaesork Is developed# Sien, a discission 
of the preeedarss employed is followed ty a description of the sample. 
The findings, then, are analyzed and interpreted. À summary of the 
study and the conclusions drawn therefrom completes the body of this 
report. 
A glossary has been developed to facilitate the reader. Terms 
that have specialized meanings and those with, particular relevance to 
this study are included. 
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THEORETICAL FRAMEWORK 
The extent to which young people use credit probably is influenced 
by a complex of factors» While changed attitudes on the psrt of cas= 
earners account for part of the increased use, changes in the structure 
of the credit industry itself may contribute to the larger volume. In 
this report the structure of the industry is not analyzed, but it is 
worth noting that a certain ease about granting credit has developed, 
and considerable effort is made on the part of the industry to create a 
30 favorable public Image. Advertising techniques used by mazy types of 
lenders imply that credit can be a symbol of status. If this is true, 
one would expect to find a greater use of credit among those who are 
sensitive to social position. Environmental forces and various orien­
tations arising therefrom may influence the particular uses made of 
consumer credit by young families» A fuller consideration of these 
elements will lead to a statement of the hypotheses and an indication 
of the variables to be measured. 
Environmental Forces 
Consumers do not make their decisions in a vacuum. Far the most 
part, they conduct themselves in the market place as if they are members 
30 
Consumer Credit and the American Family t a Perspective Analysis. 
University of Michigan Bureau of Business Research Michigan Business 
Paper 32. 1956. pp. 61-71, and pp. 110-112; National Consumer Finance 
Association, go. cit.. pp. 11-12, and pp. 125-126. 
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of a larger group — society. More than a generation ago it vas describ­
ed in a manner that may apply equally well today. Vlner"^ contended at 
that time that "human behavior ... is the product of an unstable and 
unrational complex of reflex actions, impulses, instincts, habits, cus­
toms, fashions, and mob hysteria." Some thirty years later, economists 
again turned to psychology for explanations of consumer behavior. 
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Katonar has suggested that a number of motives are back of a given 
decision. These motives will have forces of differing degrees and di­
rections, and the forces will be changing constantly. Their dynamic 
nature leads to differing sets of circumstances for each decision event. 
Even though the individual has resources and goals identical to those 
he had in a previous situation, the environment in which he currently 
finds himself often will affect his choice. 
Shibutani^ contends that a man's actions depend on how he defines 
the situation. His definition will reflect the perspectives of the 
reference group in which he considers himself to be a participant. Ao-
34 
cording to Eisenstadt the individual will attempt to orient himself 
^ Jacob Viner. The Utility Concept in Value The cay and Its Critics. 
Journal of Political Economy 33 « 373* 1925. 
32 
George Katona. Rational Behavior and Economic Behavior. Psy­
chological Review 60s 312. 1953* 
^Tamotsu Shibutanl. Reference Groups as Perspectives. American 
Journal of Sociology 60; 563* 1955» 
34 
N. Eisenstadt. Studies in Reference Group Behavior. Human 
Relations 7: 194. 1954. 
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to the norms of the reference group. The perspective or norm is a frame 
of reference which guides the actions of the individual. The consumer 
will base his decisions on what he considers to be the group's perspec­
tives. The perspectives will encompass several dimensions. 
The foregoing studies suggest that forces in addition to economic 
ones influence the consumer in the market. It would seem reasonable to 
assume that his decision is in part a product of his background of ex­
perience and current social environment: While noaeroas factors go 
into defining the social positions of individuals» certain factors are 
of greater import than others. It then becomes a problem of selecting 
the most influential ones. A comprehensive study of individual elements 
and methods of applying ranks to these social factors was done by 
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Warner. His work establishes social rank through a composite value 
of the individual's occupation, source of income, housing type and 
dwelling area. For each of these elements, a score was devised and 
used with a weight factor to derive the composite value for social rank. 
The merit of occupation as an indicator of social position is sup­
ported in a study by Centers. ^  Income as a status criterion is de­
duced trm its correlation with success in our society. People with 
% LLcyd Warner, Marchia Meeker, and Kenneth Sells. Social 
Class in America. New York, Harper and Row. 1960. pp. 121-130. 
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Richard Centers. The American Class Structure: a Psychological 
Analysis. In 0. B. Swans on, T. M. Newcemb, and B. L. Hartley, eds. 
Readings in Social Psychology. Rev. ed. New York, Henry Holt and 
Company. 1952. p. 311. 
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higher incomes are judged as more successful than these of lower income 
levels. To these more "successful" people goes prestige. In a recent 
work, a combination of elements similar to those set out bar Warner was 
used successfully to study neighborhood visiting, ^  Influence exerted 
by income, education, occupation and living area may be weighed by each 
element individually or measured in total. Out of these circumstances 
grow various orientations of the consumer to his environment. 
Orientations Arising from Environmental Forces 
If, as Shibutani contends, one's actions are guided by a frame of 
reference, that frame of reference must be Identified for empirical 
study. Dimensions from the standpoint of consumption would include 
more than the objects of purchase. Among dimensions of the consumer's 
world are time, space and material orientations. Bach of these enables 
the consumer to weigh his alternatives in light of the perspective he 
has developed with regard to that dimension. The three dimensions 
selected have a variety of Interpretations. A brief discussion of each 
dimension in relation to this study sets out its particular meaning 
herein. 
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'Ronald L. Kllmek. Primary neighborhood Visiting in an Urban 
Setting as Related to Social Class and Social Area. Unpublished M.S. 
thesis. Ames, Iowa, Library, Iowa State University of Science and 
Technology. 1964. p. 32. 
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ELae 
Several definitions of time exist. Moore sees this intrinsically 
dynamic element as a boundary condition of life and as a sequential 
ordering in human experience. Elements of temporal ordering include 
rate, sequence and synchronization. While these elements are requisites 
of a system of social order, each dimension has some latitude for in­
dividual discretion. An interpretation of time closely allied to that 
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of Moore is given by Sorokin yfoo has measured it as the duration, 
synchroniclty, sequence and change of socioculturel phenomena. Socio­
culturel time is qualitative, consists of uneven moments and does not 
flow evenly. In the decision process, time is in essence a sociocul­
turel element. The time orientation does not refer, therefore, to so 
many hours or days but rather to sequences of events and the synchroni­
zation of the various elements In those events. 
Ln 
An interesting turn to the description of time is added by Maclver 
who classifies it as timeless since it is not itself moving. He sees 
the span of reference used in reaching a decision as an example of the 
^(Albert E. Moore. Man, Time, and Society. New York, John Wiley 
and Sons, Inc. 1963. p. 8. 
^Pitlrim A. Sorokin. Socioculturel Causality, Space, Time. 
Durham, North Carolina, Duke University Press. 1943. pp. 171-172. 
40 
R. M. Maclver. The Challenge of the Passing Years. New York, 
Trident Press, Simon and Schuster. 1962. p. 18. 
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relativity of "conscious time". It is in the relative sense that time 
has special significance for economics. The concept of time preference 
where the consumer weighs the present versus the future is clearly a 
relative interpretation of time. It is within such a frame of reference 
42 
that Duesenberry sees consumer choices being made. Consumers will 
spend or save according to their present-future indifference maps. The 
construction of these time preference maps depends upon the consumer's 
interpretation of the actions of fellow censsasrs. 
Time, then, as a durational and sequential concept takes on added 
meaning involving present versus future connotation. In each sense, 
time becomes a basis for comparison of consumer actions related to 
socioeconomic characteristics. 
Space 
While time is ctynaaic in nature, space is seen as a passive condl-
43 
tion that changes only with shifts in human behavior. At first men­
tion, space is envisioned as a container of objects with the dimensions 
of breadth, length and height. An inconsistency appears with the con­
sideration of nomaterlal things or intangibles which seem to be outside 
^Ibid.. pp. 45-46. 
42 
James S. Duesenberry. Income, Saving and the Theory of Consumer 
Behavior. Cambridge, Massachusetts, Harvard University Press. 1962. 
P. 33. 
^Moore, og. cit.. p. 8. 
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the realm of spatial existence. While these elements do not occupy 
space, they exist in the mind and are communicated through the various 
elude* (1) the plane of meanings, (2) vehicles, and (3) human agents. 
Space, then, is socioculturel in nature. Its dimensions -will vary 
as values, techniques and interests within the social system change» 
discussed the role that experience plays in consumer behavior. Past 
experience will influence the strength of one's expectations about the 
future. What the consumer has done in the past, and the frequency of, 
as well as the degree of satisfaction derived from those actions, will 
set a scope for his future actions. The frequency of his past actions 
is not thé sole determinant of his spatial orientation. Understanding 
is vital to the limits of the plane in which decisions are made. The 
extent to which the consumer understands the implications of his actions 
will determine whether or not such actions remain a part of his spatial 
plane of reference. 
ML 
vehicles at our disposal. This characterization of space has three 
h,K 
basic elements that lit the definition set out by Sorokin which in-
44 
MacIver, og. cit.. p. 112. 
45 
Sorokin, g», cit.. p. 123. 
Catena, Psychological Analysis, p. 53» 
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To Incorporate the various interpretations of space into a defini­
tion suited to this stuty, one finds the fallowing adaptations : (1) the 
plane of space is the credit field that exists in the relevant market 
area as indicated by the sources used by all households in the sample, 
(2) vehicles of space are the credit contracts, the goods acquired 
thereby and the communications systems utilised by credit institutions, 
and (3) agents of space are the consumers in the sample. These adapta­
tions encompass the influence that Katena weald see as steaming firca 
frequency and understanding of past uses of credit. They include, too, 
the spatial relationship of the intangible elements set out by Maclver. 
Material 
Consumers, in their material orientations, as wall as in their 
orientations to time and space, are influenced by a complex of socio­
economic forces. Various «ays in which material orientations manifest 
themselves are observable. Tangible objects of value such as durable 
goods are in the possession of most consumers. Sane farms of wealth 
are relatively intangible at one point in time. Their importance to 
the material orientation stems from their availability far the acquisi­
tion of mare tangible itéras that the consumer may desire. A measure of 
material orientations must weigh both factors. 
The manner in which one hopes to employ his intangibles could sug­
gest certain orientations. Yet to obtain such data is relatively dif­
ficult. To ask a person his attitude toward the acquisition of certain 
objects may yield a set of answers at variance with his actions toward 
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such objects» Katena has found that within the span of one year,' con­
sumers have not followed through with the buying intentions they express­
ed earlier in the periods It Has his experience that people said they 
did not expect to buy certain items within the year, but did in fact 
acquire the items during the period. Rather than relying en what the 
consumer says, but judging by what he does, a measure of material orien­
tations may include observations of specific objects. For this study, 
therefore, the liquid asset position, the accumulation of durables, and 
housing status were used to define the material orientation of the ycung 
couple. 
A study into external influences of consumption revealed that the 
choice of certain products is a result of actions of the consumer's 
jUO 
reference group. A major premise in the theory of consumption prO-
JiO 
posed by Duesenberry is that social status affects the quantity and 
quality of goods purchased. Utilizing the three selected measures of 
material orientations, differences among the households will be related 
to their socioeconomic characteristics. 
47Ibid., p. 65. 
48 
Francis S. Bourne. Different Kinds of Decisions and Reference-
Group Influence. In Perxy HLiss, ed. Marketing and the Behavioral 
Sciences: Selected Readings. Boston, Allyn and Bacon, Inc. 1963. 
pp. 247-251. 
49 
Dnesenberry, 0£. cit., pp. 28-32. 
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Thus, the three orientations of time, space and material will be 
employed to study the young couples and their uses of consumer credit. 
The particular orientations held by a couple will be in part a product 
of its environment. By relating possible orientations to the various 
environmental forces, a set of hypotheses was derived* 
Hypotheses 
A difficulty with theoretical constructs is that they appear to be 
somewhat detached îrm the real world, hypotheses presented in a theo­
retical format may sound interesting but somewhat useless in that they 
are impossible to test as stated. It becomes a matter of translating 
the theoretical hypotheses Into operational terms. Such procedure will 
be followed herein. 
Theoretical statement 
The foregoing rationale gave rise to the general hypothesis for 
this study : 
Time, apace and material orientations of young 
married couples with respect to their use of con­
sumer credit are related to their socioeconomic 
characteristics. 
from this general hypothesis evolved the following sub-hypotheses: 
1) The time orientation of couples of low socioeconomic status will 
be narrow and it will be wider in scope for those of higher status. 
2) The couples1 space orientation widens as the level of socio­
economic factors rises. 
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3) The material orientation of the couples will be positively 
correlated with those of the socioeconomic class with which they iden­
tify themselves. 
Operational statement 
General terms used in the foregoing statements had to be operation, 
àlized to test the validity of the statements. In the discission of 
environmental forces and the orientations selected for study herein, 
certain measures were specified for observation. These specific meas­
ures became the means for studying the respective orientations. 
Two independent variables were studied* (1) the frequency of 
credit use, and (2) socioeconomic status. The latter of these variables 
was developed from the educational level, occupational status, income 
level and housing area. Each of the Independent variables was studied 
for its relationship to the factors ty «bich the respective orientations 
have been defined. The specific relationships hypothesized follow. 
The time orientations of couples will vary according to the fre­
quency with which credit has been used and with the socioeconomic level 
with which they identify themselves. 
1 ) The duration of credit commitments will be Inversely related 
to the socioeconomic level of couples; it will be inversely related to 
the frequency of credit use. 
2) The acquisition score for selected items will be higher for 
couples of higher socioeconomic status; it will be higher the more 
frequently credit is used» 
3) The immediacy score of couples will be higher as the socio­
economic level increases; it «ill be positively related to tha fre­
quency of credit use. 
4) The planning score of couples will be positively related to 
the socioeconomic level; it will be Inversely related to the frequency 
•with which credit is used. 
The couples' space orientations widen as the level of socioeconomic 
factors rises and with increasing frequency in the use of credit. 
1) The sources-of-credit score will be higher as the socioeconomic 
level of couples rises; it will be higher for more frequent uses of 
credit. 
2) The types-of-accounts score will be positively related to the 
socioeconomic levels of couples; it will be positively related to the 
frequency of credit use. 
3) The types of commodities bought on credit will be more varied 
for couples of higher socioeconomic status; they will be more varied 
with the more frequent use of credit. 
4) Couples of higher socioeconomic status will be more knowledge­
able about credit costs than those of lower status; the more frequent 
users of credit will have greater knowledge of such costs. 
35 
The material orientations of couples will be positively related to 
the level of the socioeconomic class with which they identify themselves 
and will vary with the frequency with which credit is used» 
1 ) The amount of liquid assets held by couples will be positively 
related to their socioeconomic level; it will be inversely related to 
the frequency with which they have used consumer credit. 
2) The housing status of couples will increase as their socio­
economic status rises; it will be positively related to the frequency 
of credit use. 
3) The accumulation of durables will be positively related to the 
socioeconomic status of couples; it will be positively related to the 
frequency of credit use. 
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PROCEDURES 
Given a set of hypotheses, to test their significance it Is neces­
sary to study a group to which the hypotheses are relevant. Keeping the 
specific propositi ens in mind, a research study* was designed for a 
given population to derive information suitable for testing. 
The general population for study has been designated as young mar­
ried couples. The size of Des Moines, Iowa and its proximity made it a 
suitable sampling area. It was decided to restrict the sançle to an 
urban population, because of inherent difficulties in distinguishing 
production and consumption decisions among rural families. Among the 
primary and secondary sources of information available, it was felt the 
young people themselves could furnish the greatest insights. Various 
methods of obtaining data were considered. Even though more Involved 
than other methods» the one deemed most suitable was direct personal 
interview. 
Having made these decisions of where and how to gather data, a 
questionnaire was designed to yield information by which the hypotheses 
could be tested. 
•This study is the initial phase of an interdisciplinary research 
project entitled, Elements of Economic Development in Young Families of 
Urban Iowa, supported by the Iowa State University Research Foundation, 
Inc., and administered by the Department of lane Management. Financial 
support for sampling, field work and statistical analysis of the present 
study was provided therefrom. 
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Design of the Questionnaire 
Major elements of a survey instrument are its structure, content 
and process. The general bounds of the questionnaire derive frca the 
hypotheses formulated and the objectives of the study. For this study, 
then, questions should yield the socioeconomic characteristics of the 
couples as well as their time, space and material orientations to uses 
of consumer credit. In formulating questions to be included, one must 
note their content and structure. These elements affect the quantity 
and the quality of responses that will be received and the ease with 
which the data may be processed. Furthermore, the processes used in 
eliciting information from the respondents may have considerable influ­
ence on the validity of the data. Format, therefore, cannot be left 
to chance. 
Any terms that may have a variety of meanings must be specified as 
to the manner in which they will be used in the problem at hand. À key 
element in this study is consumer credit. 
Definition of credit 
Discussions of consumer credit have yielded the observation that 
people tend to class as cash purchases many transactions in which pay­
ment is made at some later date. Die inference is that if there is no 
special cost attached to the delayed payment then it is not a credit 
transaction. The generally accepted approach to differentiating between 
cash and credit transactions, however, is not the cost but the time at 
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which payment is made. For this study» credit is defined as: 
a cash loan or purchase arrangement for goods and 
services, exclusive of hemes, to be used by the 
household unit where the payment is completed 
subsequent to the receipt of the good er service. 
The definition includes 30-dey charge accounts and single-payment loans 
but omits purchases by means of lsy-awsy where payment is completed 
before the goods are received. Ibis definition served as a guide for 
the content of the questions to be asked. 
Content of the questions 
Each question asked should provide descriptive information or yield 
data to test the hypotheses. X question that meets neither of these 
needs should be omitted. An occasional exception may be justified if 
the axudUiary question or questions serve to maintain rapport between 
interviewer and interviewee. 
Socioeconomic factors In developing hypotheses for this study, 
factors by which to measure economic and social status were specified 
as education, occupation, income and housing area. Questions, therefore, 
were designed to elicit information about each of these elements. Sep­
arate information an the husband and the wife was obtained for the first 
two factors. The interest for this study was not only the present but 
included a glance at the fixture. Certain indicants of social partici­
pation were included as well as some questions that may relate to con­
sumer buying practices. These questions were less extensive than those 
designed to reveal the credit orientations. 
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Orientations to credit The interest of this study was more than 
just the somber of times that credit has been used. The extent of dur­
able aecusKlstien and other buying activity likewise can be revealing, 
A combination of these factors casts the use of credit in relative terms. 
Inquiry of an inventory nature was selected to yield information 
on the accumulation of durables. In addition to the quantity involved, 
the time and method of acquisition was asked, Ercm this base, further 
questioning was designed to pursue the details of the credit transac­
tions, The details relevant to the hypotheses herein included sources, 
duration and specific type of credit account used, 
hypothetical situations were formulated with respect to possible 
uses of credit. These were to serve as checks for consistency between 
past uses and potential uses. These situations and a few additional 
questions reveal the attitude of the consumer toward the use of credit. 
Format 
One consideration for arriving at the format to be used was the 
cooperation of the interviewee and his ability to ; pply the informa­
tion requested. Another point borne in mind was the need for complete 
and accurate recording of the responses. Since more than one inter­
viewer would be collecting data, arrangements that would permit the 
greatest degree of consistency in questioning and in recording was 
desirable. 
The cooperation of the interviewee was of paramount importance. 
Once he had consented to the interview, it was necessary to gain his 
confidence so that his responses were representative of his situation. 
A natural progression of the questioning would suggest that the back­
ground data for the description of the sample should cane first. The 
questions dealing more specifically with financial affairs were set 
later in the questionnaire with a few less personal ones for the con-
elusion. 
It was felt that to ask direct questions would in certain instances 
lead to a deadend "No". A less direct approach to topics may have the 
added advantage of aiding recall. A technique employed in a few in» 
stances was a direct question to which they responded and then a set of 
probing subquestions structured to include most anticipated possible 
answers to the direct question. (See Question 9, Appendix A). The 
interviewer was provided space to distinguish between the responses. 
As the questionnaire was being developed it became evident that a 
given response to a primary question would lead to a series of more 
detailed questions before continuing on to the next topic. To avoid 
interviewer confusion on when and when not to ask the contingent ques­
tions, a block format was designed that would lead the interviewer to 
the questions appropriate for a given response. The design was adapted 
from that employed in the questionnaire for the 1962 Survey of Consumer 
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Finances. 
Pretests were given at three different points in the development 
of the questionnaire» These trial surveys revealed unclear wording and 
points of possible respondent hesitancy. An indication of the length 
of an interview also was gained. 
The ideal situation would have been separate interviews conducted 
with the husband and the wife. Recognizing the probable high percentage 
of working wives and the tins limitations for the stucuT, the deelsiaa 
was made to interview the wife and the questions were worded accordingly. 
Drawing of the Sample 
From the general definition of the population to be sampled in the 
designated sampling area, specific guide lines were established for the 
sample. Before the sample could be drawn it was necessary to define 
explicitly a "young married couple. " 
Young married couple defined 
It was felt that a minimum length of marriage would have to be 
specified for consistency but more importantly so that the couples would 
be making decisions on more of a joint basis than individual. For this 
reason, the minimum length of marriage was specified at about one year. 
50 
George K at ana, Charles A. Llninger, and Richard F. Kosobud. 
1962 Survey of Consumer Finances. University of Michigan Institute 
for Social Research Survey Research Center Monograph No* 32. 1963. 
pp. 278-304. 
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Since Interviewing «as scheduled to begin in late 1964, the first of 
January gave a precise point of identification. To minimize the hazard 
of recall in answering tha specific questions, it vas ccr.cidsrsd squslly 
wise to set a maximum length of marriage. 
While many people marry at relatively early ages, others do not do 
so until in the late twenties and thirties. If these people who marry 
later have had extended periods of fall employment, it may be that their 
financial position is considerably different from those who have been 
working for brief periods. It was felt that a maximum age of the hus­
band should be specified. A further requirement was that it be a com­
plete couple; no part families were to be interviewed. 
Thus, the following criteria were establishedi 
1) married on or after January 1, 1962 
2) married on or before January 1, 1964 
3) husband under thirty years of age 
4) husband and wife living together. 
Having specified these criteria, the Statistical Laboratory at Iowa 
State University was asked to draw a sample from which it was hoped to 
gain 150 successful Interviews with young married couples who met the 
eligibility requirements. 
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Sampling procedures 
The 1960 United States Census of the Population"^ reported 68,226 
occupied households for Des Moines. It is probable that the population 
had increased seme since 1960. The Census was studied further for sane 
estimate of the number that would meet the above criteria. On the basis 
of the number of married males in the various age intervals from 15 to 
29 years, and taking into account the percentage of married males liv­
ing vith spouse, it was estimated that about 3,000 ootples would meet 
the eligibility requirements. These estimates suggested that about 
four per cent of the population of Des Moines would comprise the popu­
lation defined for this study. 
Several wsys to select the sample were considered. Among them 
were* (1) record of marriage licenses issued in Polk County for the 
relevant period, (2) telephone listings, (3) utility subscribers lists, 
(4) assessors' rolls, and (5) the city directory. All but the last 
named were rejected for various reasons. The record of marriage licenses 
would exclude all those married elsewhere but now residing in Des Moines. 
It would be impossible to interview many of those who were married in 
Polk County because they would be living no longer in the Des Moines 
area. Those having no available telephone service, or those having ac­
cess to a telephone listed in the name of another party would have been 
^U.S. Bureau of the Census. 18th Census, 1960. Population, 
Volume 1, Part 17: 60. 1963. 
omitted from any sample drawn from telephone listings. Similar defi­
ciencies existed in the rolls of utility subscribers, especially where 
the landlord ftirsished these services. The assessors' rolls for Polk 
County were relatively inaccessible at the time of the steady due to the 
réévaluation of property which was then underway. 
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It was decided that the City Directory for metropolitan Des Moines 
provided the most satisfactory sample frame consistent with the desire 
for a statistically valid sample within the budgetary limitations of the 
project. Based on the preliminary data, it appeared that about one 
household in 25 would meet the eligibility requirements. Since about 
150 interviews were desired, 150 area segments were selected at random, 
each containing 25 occupied household listings,* which were expected to 
yield on the average one eligible household. The segments were desig­
nated in the directory by start and stop points which enclosed in ad­
dition to the 25 occupied household listings any intervening listings. 
Thus, although the segments were of equal size in terms of household 
listings, they varied in terms of total number of listings and in terms 
of actual linear length along the street. In some segments, the ad> 
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Directory of Householders, Occupants of Office Buildings, and 
other Business Places, including a Complete Street and Avenue Guide. 
In Polk's Des Moines City Directory, 1963. Kansas City, Missouri, R. 
L. Polk and Company. 1963. pp. 1-406. 
•Included in this count were listings for apparently occupied 
households that failed to return a directory questionnaire. Excluded 
frm the count were vacant houses, businesses, professional offices, etc. 
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dresses were not in contiguous blocks. The entire segment was to be 
canvassed and interviews obtained from all eligible households situated 
between the start and step points. Consequently, all eligible house­
holds had a chance of being drawn in the sample regardless of how, and 
whether or not, they were listed in the directory. 
Collecting the Data 
The manner in which the sssple was drawn required two stages for 
the collecting process. First it was necessary to locate within each 
segment of the sample amy and all who were eligible to be interviewed. 
Only after determining which couples within the segments were eligible 
could efforts be made to obtain an interview. 
Screening the segments for eligible couples 
The magnitude of the screening task is best illustrated by the 
fact that the 150 area segments contained 3750 addresses which had to 
be checked for eligible residents. Before the sample was drawn, it was 
recognized as a time-consuming process but necessary for the randomness 
of the sample. Therefore, an effort was made to develop an efficient 
approach to the task. 
It should be stated explicitly at this point that the sample was 
one of addresses. Names and phone numbers were given in most instances 
but these were not always correct because of the time lapse since the 
information was gathered for the directory used. 
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Any mail directive seemed, unfeasible because of the previously 
mentioned characteristics of the sample. A house-to-house canvass of 
each segment would be thorough but with a high time cost. The telephone 
would provide a reacty" contact with a large majority of the residences. 
This approach gave rise to a number of apprehensions, but it merited a 
trial. A set of questions that, hopefully, people would be willing to 
answer over the telephone was structured. (See Appendix B). The ques­
tions «ere ordered so that a negative reply at any point would indicate 
ineligibility and bring the questioning to a conclusion. A test of this 
procedure was made. 
While no eligible people were located during the first attempt of 
approximately 100 calls, the degree of cooperation from the people call­
ed gave support to its usefulness. No one refused to answer the ques­
tions during the first attempt. Only a few were abrupt. Several who 
were long-time residents of a neighborhood gave information on other 
addresses in a segment. 
It was impossible to contact all addresses by telephone so house-
to-house screening was necessary. Random verification of the telephone 
screening was possible during this phase. Those interviewed were asked 
if any others possibly eligible lived in the area. Any that they sug­
gested were rechecked unless the information at hand clearly indicated 
ineligibility. 
All addresses that could not be reached by telephone were checked 
by going to the segment and inquiring at the door. This call gave the 
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interviewer a chance to check for any new construction that may have 
been completed and occupied -within the limits of the segment. Addresses 
listed as vacant in the directory necessarily were checked in this man­
ner. Those who refused to answer the telephone inquiry ware contacted 
personally. 
It should be noted that screening for eligibility only was done by 
telephone. No attempt was made to arrange for an interview. After an 
eligible couple was located, the interviewer went to the address and 
asked for permission to interview. 
The manner of interviewing 
The interviewing and house-to-house screening was done by four 
interviewers — the writer and three others who had done interviewing 
previously for Iowa State University. The writer did the initial tele­
phone screening, house-to-house screening and about one-third of the 
interviews. She trained two others for telephone screening and these 
two plus a third were later trained by her for interviewing. 
Each of the interviewers was equipped with a letter of introduction 
on Iowa State University letterhead and signed by the project leader 
and research director. The letter bare a photograph of the interviewer 
as well as her signature. The survey was registered with and clearance 
was obtained from the Des Moines Better Business Bureau. 
The initial contact for the interview itself was made personally. 
The interview was to be conducted with the wife. If she was not at 
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heme at the time of the call, an effort was made to determine an hour 
that would be at her convenience. A brief explanation of the subject 
of the survey was given and an estimate of the time necessary far the 
interview was indicated* Because many wives worked, interviews were 
conducted in the evenings as well as on any of the six weekdays. 
The ideal situation was to interview the wife while she was alone. 
In a few cases, this was not possible. But the questions were put to 
the wife and her responses were recorded. For questions to which she 
could not supply the information, she was permitted to ask her husband. 
If he was not at home, the interviewer left the incomplete questions 
only and returned later for that information. The material was added 
to the original questionnaire in colored pencil to distinguish it from 
information gained at the time of the interview. 
The interview was conducted orally, with the questions being cut 
of view of the respondent. The responses were recorded on the survey 
instrument by the interviewer. Where the respondent was asked to select 
one response from among several alternatives, a card listing the alter­
natives was supplied the interviewee. It was felt this practice afford­
ed less chance of error. 
Analysis of the Data 
Once collected, the data had to be assembled for analysis. The 
questionnaire was designed to facilitate interviewing and to obtain as 
complete and uniform type responses as possible. In several instances. 
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the form in which the data were recorded required translation before it 
could be analyzed. 
Adlmsting the data reported 
In order to test the hypotheses formulated herein, techniques were 
devised to measure selected factors. The factors requiring adaptive 
measures were the socioeconomie characteristics and the orientations to 
crédite 
Rankings for eoeioeeenaale factors The factors selected to 
reveal economic and social differences among couples in the sample in­
cluded education, income, occupation and housing area. The first two 
of these factors, education and incarne, were scaled in the development 
of the questions. Occupation and housing area rankings were less 
readily established* 
Education The rankings for education were determined from 
the basic listings in Question 6a, page 3 of the interview schedule 
(Appendix A). Since there was only one person in the sample in the 
lowest category (elementary school only), it was combined with the 
y 
"some high school" group to form the lowest rank. The second group 
then became "high school graduate". Ifcr combining information from 6b 
with that of 6a, a third rank was inserted which encompassed those who 
were high school graduates and had taken specialized nonacademic train­
ing in addition. Banks four through seven ares some college, college 
graduate, post graduate work, and advanced degree(s), respectively* 
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Income Income was reported in seven intervals in Question 
39» The lowest interval was for incomes below $3,000 annually. A 
graduation of $2,000 was employed for successive intervals to the high-
est rank which was for incomes of $13,000 or more. 
Die amount of income reported in Question 39 was checked for in­
ternal consistency with the amount computed from the earnings record in 
Question ?• There was agreement between the two amounts in over 90 per 
cent of the cases. For the seven cases in which there was a discrepancy, 
a check was made of the employment record for indication of any irregu­
larities in employment or extraordinary sources of Income. Commissions, 
bonuses and periods of unemployment accounted for the differences in 
four oases. For the other three cases, the amount of income computed in 
Question 7 was subtracted from the midpoint of the interval reported in 
Question 39. One half the remainder was added algebraically to the a-
mount derived in Question 7. The sum was considered the annual income 
for the household. 
Occupation Occupation does not have precise values to 
which an ordering can be assigned. To further complicate the situation, 
occupation may be given a social interpretation as well as an econœsie 
one. These two interpretations are not necessarily in perfect corre­
lation. That is, an occupation that may be highly respected by society 
will not always yield an income of equally high order. Since either of 
these interpretations has relevance to this investigation, a classifi­
cation for each was devised. 
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For the economic classification, seven categories were specified* 
(1) professional or business, (2) student, (3) clerical or sales, (4) 
skilled, (5) semi-skilled, (6) unskilled, (7) housewife. The classifi­
cations are mainly descriptive in nature and are quite similar to those 
employed by Healey.^ Husbands and wives were classified separately 
according to this scale. Frequently the practice is to classify by only 
the husband's occupation. But the nature of this sample suggested some 
merit in recording the occupational pursuits of the wives. 
The social scale of occupations was used as an indicant of status 
among the households in the sample. Numerous occupational scales are 
available. Edwards' comprehensive classification which utilizes 11 
occupational groups served as the "Basis for Warner's seven-category 
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scale. Because of its simplicity and the empirical verification of 
its validity, the Warner scale was employed for the ranking of occupa­
tions of husbands and wives in this study. (See Appendix C). The scale 
is accepted as an ordinal ranking but the intervals are not necessarily 
equally spaced. 
Housing area Housing area was determined by appraising 
data on housing conditions for an area with the value of housing for 
the individual household. Specifically, this involved ordering the 47 
•^Healey, op. dt.. p. 48. 
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Warner, Meeker, and Bells, <g>. dt.. pp. 132-141. 
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census tracts according to the proportion of housing that was deterio­
rating or dilapidated at the time of the 1960 Census.^ The tract with 
the lowest percentage of hemes so designated was given first rank. 
Other tracts were placed in descending order as the percentage of dete­
riorating and dilapidated housing within the tract boundaries increased 
(Table 3)» The tracts so ordered were divided into three groups desig­
nated: (1) high, (2) middle, and (3) low. The divisional points be­
tween these groups were arbitrarily set so that the tracts within each 
group would contain approximately one third of the 81 households inter­
viewed within the Des Moines city limits. The rankings then were check­
ed against the value of the hemes owned by, or the amount of rent paid 
by, the households interviewed within the tract. 
The writer had screened and interviewed in many of the tracts and 
was familiar with the present conditions of housing. Since the census 
data were nearly five years old at the time the survey was conducted, 
it is reasonable that some changes occurred in the conditions of the 
hemes. Rebuilding had occurred in large areas of some tracts, for ex­
ample in Tract Ho. 2. In other tracts, highway construction had removed 
a number of hemes and had precipitated, seemingly, declining conditions 
in adjacent property. Personal observation of the housing during the 
course of interviewing revealed tracts in which there was a wide range 
^U.S. Bureau of the Census. 16th Census, 1960. Housing, Volume 
3, No. 160: 1-33. 1961. 
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Table 3* Ranking of census tracts according to housing area 
Per cent Number of Per cent Number of 
uêuèrio- hvuSèhvldS detôiriv- hûUaêhûlda 
Tract rating and interviewed Tract rating and interviewed 
Rank number dilapidated in tract Rank number dilapidated in tract 
1 30 0.9 3 25 5 20,3 5 
2 9 1.1 4 26 2 20.3 5 
3 32 1.1 0 27 46 22.3 2 
4 7 2.2 9 28 1 23.3 0 
5 31 2.3 0 29 27 23.9 1 
6 4 3.8 2 30 12 25.1 0 
7 8 4.5 8 31 14 27.6 2 
8 28 6.6 3 32 11 29.6 2 
9 15 7.9 2 33 42 33*4 1 
10 10 8.2 3 34 44 36.0 2 
11 6 8.4 2 35 33 36.7 0 
12 29 12.1 0 36 37 45.1 4 
13 3 12.6 6 37 17 46.2 0 
14 21 13.1 1 38 34 46.4 0 
15 47 13.7 2 39 26 47.5 0 
16 41 13.9 2 40 24 49.0 1 
17 39 14.1 0 41 25 49.7 2 
18 13 14.7 3 42 20 50.6 0 
19 16 14.8 0 43 23 57.6 1 
20 40 15.4 0 44 22 62.1 0 
21 45 16.7 3 45 38 68.2 1 
22 43 19.2 2 46 36 77.5 0 
23 18 19.9 1 47 35 78*6 0 
24 19 20.3 0 
*0.8. Bureau of the Census. 18th Census, 1960. Housing, Vol. 3, 
No. 160: 1-33. 1961. 
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of housing conditions. Because of such variations some tracts have been 
divided among housing area designations (see Figure 1). In certain in­
stances the household interviewed was situated on or very close to the 
boundary line between two tracts bearing different housing area desig­
nations. When the value of the individual home and the interviewer's 
observations of housing in the area seemed to warrant, the area desig­
nation for that household was adjusted from that assigned by the rank 
ordering. 
Socioeconomic status Because of possible interrelation­
ships among the factors selected to designate economic and social status, 
a composite variable was constructed that incorporated the four values 
into one measure. The composite socioeconomic variable, for the most 
part, was unweighted. Income, education and occupation (social scale) 
each employed seven-point scales. Housing area was specified by a 
three-point scale. To give the scale for housing area a value more 
equal in range to the others, each interval value was multiplied by two. 
For any factor in which the coded values moved inversely with the 
rank, values were inverted so that all scales read from low to high. 
The values of the four components were summed to farm the rank value 
for socioeconomic status. 
The minimum rank value possible for & household was live and the 
maximum value was 27. The actual range of household scores for socio­
economic status was from six to 26. For simplicity in structuring 
*1 
Figure 1, Housing area classification for the city of Des Moines, Iowa 
1 
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tables, It was decided to sort the households into three groups: low, 
middle said high. The low status group included 28 households with 
sceioeccassiic scores ranging Srea six through 12. Thirty-six house­
holds with scores ranging from 13 through 18 were classed as middle 
status while 28 with scores of 19 or above were considered high status. 
Scores for various orientations to credit In order to define 
the orientations selected for study herein, certain measures were 
developed which, it was hoped, would specify dimensions for time, space 
and material outlooks of the respondents in the sample. For the time 
dimension, the measures related to duration of credit contracts, order 
in which goods are acquired, relative time at which items are acquired 
or wanted, and the planning horizon or the household. 
Duration score The duration score for the individual 
household weighted the length of contracts by the frequency with which 
a contract of given length was used. Seven intervals established for 
contract lengths are* 
1) 30 deys or less 
2) 90 days or less 
3) revolving or optional 
4) 12 months or less 
5) 13 to 36 months 
6) more than 36 months 
7) no term specified. 
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The interval number serve also as the interval score. A given house­
hold's duration score was derived according to the following: 
1) multiply the interval score by the number of contracts of that 
length used by the household; the result is the interval product 
2) sum the interval products for the household 
3) divide the sum of the interval products by the total number 
of credit contracts used by the household 
4) the quotient is the duration score for that household. 
Acquisition score The households were asked to indicate 
the order in which they had acquired amy of 10 selected items of con­
sumer durable goods. For those items they did not have at the time of 
the interview, they were asked to indicate the order in which they would 
prefer to acquire them. Bach item was assigned a value from one to 10, 
with the value of 10 assigned to the item acquired (or wanted) first by 
that household. It should be noted that the acquisition score is an 
item score and not a composite value for the household. 
Immediacy score To indicate the speed of acquisition and 
the urgency of wants for the 10 selected consumer durables, the immed­
iacy score was developed. Values for the individual items ranged from 
one to four, with the highest value being assigned to those items al­
ready acquired. As the desired period for acquiring the item elongated, 
the assigned value declined. The individual household score was derived 
by summing the values for the 10 items. 
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Pinnrriwjr score Each hanemaker was asked to Indicate how 
the family planned fer specific expenses. It was hoped the responses 
would yield seme indication of a planning horizon. The question was 
relatively unstructured. It was decided to evaluate the response an 
each questionnaire and to classify the overall response far each house­
wife into one of five planning categories. 
Guideline questions for evaluating the responses of the households 
included! 
1) are limits set on any of the categories of expenditures* 
2) for the more variable categories, are there special arrange­
ments made? 
3) are reserves established for irregular outlays? 
4) does planning extend beyond the current period? 
5) is there a planned program for savings? 
6) is there any manner of budgeting in evidence? 
Each response was weighed in light of the above and placed in one of 
the planning categories. After all responses had been classified, each 
group was reviewed and evaluated for consistency of placement. After a 
brief time interval, they were reviewed again far consistency among 
responses within eaoh category. Then, the category value was assigned 
according to the following t 
5) high planner 
4) above average planner 
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3) average jplazmer 
2) below average planner 
1) low planner 
Measures developed for the space dimension relate to the sources 
of credit used, the types of accounts used, and a sensitivity to credit 
costs. 
Sources score The sources of credit used, as defined here­
in, indicate the spatial reference of the households in the sample* The 
plane of space is Influenced by the number of different credit sources 
utilized* No weight was given to the frequency with which a given source 
was used* Therefore, the sources score was a simple summation of the 
number of différait sources used by a given household* 
Types-of-accounts score A given household's spatial plane 
is affected by the number of different accounts used. Again, the score 
was not weighted for frequency with which a given type of account is 
used* The number of different types of accounts used by a given house­
hold constituted the types-of-accounts score for that household* 
Knowledge score Knowledge for this study pertains princi­
pally to one element — awareness of credit costs* Two types of ques­
tions related to this element i (1) knowledge of costs of actual credit 
transactions, and (2) recognition of cost differences in a hypothetical 
situation* The following scale was used to establish an average know­
ledge value for the actual credit transactions of the household: 
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0) do not Imoir costs 
1) guessed at rate of Interest 
2) knew dollar cost of transaction 
3) knew rate quoted by credit source 
4) knew effective rate of interest. 
One of the above values was assigned for each credit transaction of the 
household. The sum of values was divided by the number of transactions 
to derive the average knowledge of costs of actual credit commitments. 
The hypothetical question (Question 32) tested the householder's 
ability to recognize possible cost differences between two credit situ­
ations. A right answer to each situation was assigned a value of three. 
A householder who said there was a cost difference but could not iden­
tify its direction was given a value of one. These values for each 
householder were summed and added to the value derived for actual trans­
actions. The sum constituted the household's knowledge score. 
Since a maximum value of four was possible ft*cm actual transactions 
and the hypothetical questions had a maximum value of six, the combined 
maximum value was 10. 
The material orientations of the households in the sample are 
described by a value derived for durable goods accumulated and an in­
dicator of housing status, as well as the value of liquid assets. A 
scale for liquid assets was designed into the questionnaire. The hous­
ing status designation is different from the housing area described 
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earlier as one of the socioeconomic elements. 
Accumulation score A durable good owned by a household is 
conspicuous to the extent that it is an unusual acquisition from the 
viewpoint of the reference group.^ tilth such an interpretation, the 
value of a given item in the inventory reflects the frequency with which 
it is owned by the total sample. The accumulation score far a given 
household was computed as follows ? 
1) determine the percentage of households in the ample possessing 
a given item 
2) subtract that value from 100. The remainder is the value as­
signed whenever that item is possessed by a household 
3) sum the values of all the items possessed by a given household 
to determine its accumulation score. 
To minimize any bias from the interviewing process, the accumula­
tion score was developed on the basis of the 17 durable items listed on 
page nine of the questionnaire. 
Housing status While many factors may be used to describe 
the status of one's housing, an important indicant is the market value 
of the heme or the rental rate it commands in the market. Environmental 
influences are taken into account to the extent that they affect these 
monetary values. Intervals established for this measure were: 
^Bourne, o£. dt., p. 2*7. 
63 
1) owns heme valued at less than $7,000, or pays net monthly rent 
of less than $70 
2) owns heme valued from $7,000 to $10,000, or pays net rent fran 
$70 to $100 per month 
3) owns home valued at more than $10,000, or pays net rent of more 
than $100 per month. 
The term net rent refers to changes for the housing unit only, ex­
clusive of utilities= The structure of the question was such that the 
gross amount paid for rental was obtained. The householder was asked 
to indicate which utilities, if any, were included in the rental charge. 
Although amounts spent on utilities were not obtained, certain adjust­
ments were necessary to compare housing costs among the cases in the 
sample. In checking housing expenditure data, it was found that ap­
proximately 25 per cent of the total housing outlay want for utilities 
(see Appendix D). For those households reporting an amount for rent 
which included the utilities, a 25 per cent downward adjustment was 
made. For example, if a couple reported paying $100 a month for rent 
including all utilities, the amount was adjusted to $75 as the net cost 
of housing. 
Statistical techniques employed 
For the economic and social factors as well as the credit orienta­
tions, the adaptive measures resulted in values along a continuum for 
each of the variables. Each score established with respect to various 
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aspects of credit vas suggested as a submeasure of time, space or the 
material orientations. To test possible interrelationships among vari­
ables, each of the socioeconomic factors and the composite variable was 
correlated with each of the dependent variables for which a household 
score was derived. This meant that only the acquisition score, which 
was an item score rather than a household value, was emitted from the 
correlation matrix. 
Descriptive data sbich identified characteristics of the ssspls 
and which revealed variations in uses of credit were obtained by fre­
quency counts and percentages were computed therefrom. 
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THE SAMPLE AND ITS CHARACTERISTICS 
The sample areas drawn by the Statistical Laboratory were not 
restricted to the Des Moines city limits. Sane of the 150 area segments 
were situated in West Des Moines» Windsor Heights» GLive and Orbandale, 
all suburban areas of Des Moines located in Polk County, Iowa. When 
the checking of all addresses in the 150 areas was completed, 105 eli­
gible couples had been located. In two cases, information obtained was 
inadequate to determine eligibility so 105 was assumed as the total num­
ber of couples eligible within the confines of the sample. 
Eras these eligible, 92 interviews vers obtained, 10 refused to 
cooperate in the study, one moved from the city before an interview 
could be arranged, and two could not be reached after repeated efforts. 
(See Figure 2). The 105 eligible couples were scattered among 6? of 
the area segments selected for the sample. Eighty-three of the 150 
area segments contained no young married couples as defined for this 
study. The 92 copies interviewed were located throughout 63 area seg­
ments. In 18 segments, more than one interview was obtained, with the 
greatest number obtained in any one area being five. The 92 interviews 
yielded 92 usable schedules. 
General Characteristics of the Respondents 
The short span of marriage that was set as a criterion for eligi­
bility resulted in considerable uniformity in the size of the family 
Figure 2. Location of young urban couples meeting specified eligibility requirements 
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unit. Four-fifths of the 92 couples had either none or only ens child 
(Table 4). Only 18 couples had two or more children. One couple with 
four children and two with thrss children still sat eligibility require­
ments. This was explained by the fact that one or both parties in each 
of these households had been married previously. 
About 90 per cent of the couples in the sample had established 
independent households. Nine couples were living with relatives or had 
relatives of varying degrees living with them. Independence and mobil­
ity predominate among the households in the sample. Of the 74 couples 
that had moved at least once since marriage* 31 (33.7 per cent of the 
total sample) had lived in other cities during that time period. 
Nearly all couples in the sample were housed in apartments or in 
single-family houses. The three families listed in Table 4 as living 
in "other" type accommodations did not have private quarters at the 
time of the interview. KLve of the couples neither owned nor rented 
their current living accommodations. For example, one couple lived in 
a basement apartment at the wife's family home that was provided with­
out charge to the couple. Among the 64 couples who were renting their 
homes, one couple owned a heme in another town and a second couple had 
a house under construction. 
Almost 80 per cent of the families in the sample had annual incomes 
between $3*000 and $9,000. The annual income of 53 couples was below 
$7,000 and that of 39 couples (42.4 per cent) was $7,000 or more. Among 
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Table 4. Selected characteristics of 92 young families in Des Moines, 
Iowa 
Characteristic Number Per cent 
Number of children: 
None 34 37.0 
One 40 43.4 
Two or more 18 19.6 
92 100.0 
Housing types 
Apartment 35 38.0 
Single-family house 45 48.9 
Duplex 8 8.7 
Trailer 1 1.1 
Other 
92 100,0 
Rent 64 69.6 
Own 23 25.0 
Other 5 5.4 
92 100.0 
Residential environment: 
Independent household 83 90.2 
Household including other 
than immediate family 
_2_ „ ?,•„! 
92 100.0 
Mobility of family unit: 
19.6 Same address since marriage 18 
Moved one or more times JÎL 80.4 
92 100.0 
Annual income: 
Less than $3,000 3 3.3 
$3,000 to $4,999 24 26.1 
$5,000 to $6,999 26 28.2 
$7,000 to $8,999 23 25.0 
$9,000 to $10,999 8 8.7 
$11,000 to $12,999 3 3-3 
$13,000 or more 5-4 
92 100.0 
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the 58 couples with children, 42 had annual incomes under $7,000 while 
the annual incomes of 16 couples were $7,000 or more. 
While no maximum age for wives was specified as it was for husbands, 
all wives were 29 years or younger (Table 5)« The majority of husbands 
and wives fell within the 20.to.24 age group. Wives tended to be _ 
younger than their husbands. 
Three occupational classes encompassed over 75 per cent of the 
husbands in the sample= The same number of husbands (25) wars ssplcysd 
in professional positions as were in semi-skilled jobs. The other prom­
inent occupational category among the men was clerical-sales. The pre­
dominant occupation among the wives was homemaking. Almost a third, 
however, were engaged in clerical-type employment while about 16 per 
cent held business or professional positions. 
With the preponderance of insurance offices situated in tes Moines, 
it is little wonder that a relatively high proportion of husbands and 
wives in the sample were employed in some capacity with such firms. 
Several of the wives were policy-typists or office clerks for insurance 
companies while several husbands ware insurance salesmen. 
Educational attainment of the husbands was, in total, somewhat 
greater than that of the wives. While a larger number of the husbands 
had not completed high school, the total number (50) who had varying 
levels of college training exceeded the number of wives (40) with such 
education. The number of husbands currently in school was more than 
triple the number of wives studying. According to the responses of 
Table 5» Selected characteristics of wives and husbands in the sample 
Characteristic 
Wife 
Number Per cent 
Husband 
Number Per cent 
Education completed: 
Not high school graduate 
High school graduate 
High school and special non academic 
Some college 
College graduate 
Post graduate work 
Advanced degree(s) 
Other educational attributes: 
Special training 
In school now 
EL an additional srfcudv 
11 
34 
17 
16 
13 
1 
"W 
32 
5 
12.0 
37.0 
18.5 
17.3 
14.1 
1 .1  
100.0 
34.8 
5.4 )i<> n 
19 years or under 10 10.9 2 2.2 
20 to 24 yeaps 70 76.1 55 59.8 
25 to 29 years 12 12-<L 
_21_ 28.0 
92 100.0 92 100.0 
iupatiom 
16.3 Professional, business 15 25 27.2 
Full-time students 1 1.1 4 4.4 
Clerical, sales 28 30.4 21 22.8 
Skilled 5 5.4 8 8.6 
Semi-skilled 1 1.1 25 27.2 
Unskilled 1 1.1 9 9.8 
Housewife 41 44,6_ 
92 100.0 92 100.0 
100.0 
52.2 
19.6 
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the idves interviewed* a greater number of husbands than wives had 
further stuty as a goal. 
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COBBELAÏÏGNS OF MAJOR ŒPENEBHT AND DHEPBNIENT VARIABLES 
When the studtsr was designed and the questionnaire developed, the 
intention was to ccapars and contrast characteristics of those who usad 
credit for consumption purposes with those who operated on a cash basis. 
In checking the 92 interview schedules, it was found that only one fam­
ily had not used credit in the past and was not using it currently. 
Therefore, the analysis was adjusted to study differences in the uses 
of credit among the households within the sample. 
Conceptually, the stucty was designed to examine the uses of con­
sumer credit by the young couples in terms of their time, space and 
material orientations and then to relate these to their socioeconomic 
characteristics. As described in the procedure, this theoretical frame­
work was operationalized in various ways to obtain and process data and 
to facilitate testing of hypotheses. The findings are reported in the 
present section. Preliminary to presentation of findings related to 
the hypotheses is a brief discussion of the different uses of credit 
and their frequencies which provides a background to the analysis of 
the relationships among the selected variables. The approach in this 
chapter was to set out the findings without any discussion of their 
possible meanings. Implications of the findings were reserved for 
consideration in a succeeding chapter. 
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Purposes and Frequencies of Consumer Credit Use 
The data obtained from the sample of young urban families indicated 
that it is ccasaon for young couples to use credit to establish their 
households. Table 6 shows that 86 of the 92 couples had been parties 
to two or more credit contracts during the span of marriage or for amy 
durables acquired before marriage. Credit was used by greater propor­
tions of couples of the two higher socioeconomic levels. Nearly 70 per 
cent of the couples of high socioeconomic status had used credit five 
or more times. Within that same frequency range were 75 per cent of 
the middle group, but only 21 per cent of the low socioeconomic group. 
In fact, when the frequencies of credit use were correlated with socio, 
economic scores, an r value of .4183 was received which is significant 
at the .001 level. 
Consumer credit was used by the young couples for a variety of 
purposes. Further, there were considerable differences in frequencies 
of use among these purposes. A summarization of the uses is given in 
Table 7. While more families (71) had used credit to purchase auto­
mobiles than for any other purpose, the greatest number of credit con­
tracts was used for furniture and appliances. A total of 125 contracts 
for furniture and appliances was reported by the 67 families using credit 
for that purpose. About 75 per cent of the families had used credit to 
buy automobiles and major furnishings. The socioeconomic groups were 
alike generally in the relative number of families who had used credit 
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Table 6. Number of times families used crédit, by socioeconomic status 
Number of Socioeconomic status 
credit contracts Low Middle High Tot 
0  - 1 - 1  
15 1 1 7 
2  7  1 1 9  
3 3 4 4 11 
4 7 8 4 19 
5 2 5 1 8 
6 2 5 6 13 
7 1 7 3 11 
8  1 ^ 2  4 7  
9 - 1 3 4 
1 0  - 1 1 2  
timber of families 28 36 28 92 
to buy furniture» but the relative number of contracts was much lower 
for the low socioeconomic group than for the others. 
The middle socioeconomic group had used automobile credit most 
frequently. Gasoline credit cards were nonexistent among those of low 
socioeconomic status while almost 80 per cent of the high group utilized 
this method of purchase. 
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Table 7» Purposes for which families used credit, by socioeconomic 
status 
Purpose Low (**28) 
Socioeconomic status 
Middle 
(8=36) 
High Total 
(8=92) 
Furniture and appliances s 
Families: Number 20 
Per cent 71.4 
Number of contracts 33 
Automobile : 
Families* Number 19 
Per cent 67.9 
Number of contracts 20 
Gasoline: 
Families: Number 
Per cent 
Number of contracts 
Clothing: 
Families: Number 7 
Per cent 25*0 
Number of contracts 13 
Medical or dental: 
Families: Number 7 
Per cent 25.0 
Number of contracts 7 
Education: 
Families: Number 1 
Per cent 3»6 
Number of contracts 1 
Other purposes: 
Families: Number 8 
Per cent 28.6 
Number of contracts 11 
Smaller items: 
Families: Number 8 
Per cent 28.6 
Number of contracts 8 
26 
72.2 
46 
30 
83.3 
32 
12 
33.3 
12 
19 
52.8 
36 
4 
1 1 . 1  
4 
10 
27.8 
11 
25 
69.4 
31 
10 
27.8 
14 
21 
75.0 
46 
22 
78.6 
25 
22 
78.6 
22 
19 
67.9 
31 
2 
7.1 
2 
11 
39.3 
13 
11 
39.3 
16 
4 
11.1 
5 
67 
72.8 
125 
71 
77.2 
77 
34 
36.9 
34 
45 
48.9 
80 
13 
14.1 
13 
22 
23.9 
25 
44 
47.8 
58 
22 
23.9 
27 
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Two-thirds of the couples of high socioeconomic status purchased 
clothing on time while only a fourth of the low and one-half of the 
middle group did so. For this category of spending, the number of ac­
counts utilized by the family was recorded rather than the number of 
times credit purchases had been made. Almost all of the families who 
were buying clothing on time had two or more accounts. 
Medical or dental services and smaller household Items were aoquir® 
ed through credit arrangements by a greater proportion of the low socio* 
economic group than for either of the other two classes. About one-
fourth of this group had used credit for medical needs and smaller house­
hold items. Use of credit for educational purposes increased with socio­
economic status. About 40 per cent of the high status group borrowed 
for educational pursuits. 
Other purposes for which credit was used were dominated fcy purchases 
of wedding rings, jewelry, encyclopedias and books. Forty-one of these 
58 contracts were accounted for as follows: wedding rings, 16; book 
clubs, 9; encyclopedias, 8; record clubs, 4; and watch or other jewelry, 
4. The middle socioeconomic group predominated in the use of credit for 
such purposes. In addition to the credit purposes summarized in Table 
7, two couples bought groceries on credit and three used national credit 
cards. 
In scanning each socioeconomic group for its uses of credit, it is 
worthy of note that, except for the purchase of automobiles or furniture 
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and appliances, seldom did more than 25 per cent of the low group use 
credit for a given purpose. Only for medical needs did less than 25 
per cent of the middle socioeconomic group use credit for a given pur­
pose. Two-thirds or more of the high status group used credit for 
clothing, furniture and appliances, gasoline and automobiles. Almost 
40 per cent of the group used it for educational pursuits, and other 
purposes. 
In most of the categories the credit contracts covered a single 
item. An exception to this is the furniture and appliance category 
where one contract may have covered furnishings for one or more rooms. 
One couple, for example, purchased seven different items (17 pieces of 
furniture) on one time sales contract. Table 8 shows the extent to 
which credit is used for household durables in the establishment of 
homes by young couples. 
Bach of the 17 household durable items inventoried in the survey 
had been purchased on credit by seme households in the sample (Table 8). 
More than 50 per cent of the couples owned television sets, beds, sofas, 
chests, occasional chairs and hi-fi or stereo sets. For each of these 
items, at least 20 per cent of the households in the sample had pur­
chased with credit. Bookcases and clothes dryers were credit purchases 
by less than 10 per cent of the couples. Other items of low credit fre­
quency were dining tables and chairs which had been bought on time by 
four per cent of the households and desks, bought on credit by three 
per cent of the couples. 
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Table 8. Extent of ownership of selected household durables and manner 
in which acquired, by socioeconomic status 
Item 
Lew 
(B=28) 
Socioeconomic status 
Middle 
(*=36) 
High 
(K=28) 
Total 
(B=92) 
Television: 
Percent families own 
Manner of acquisition8 
Cash 
Gift 
Credit 
Bed: 
Percent families own 
Manner of acquisition 
Cash 
Gift 
Credit 
Sofa: 
Percent families own 
Manner of acquisition 
Cash 
Gift 
Credit 
Occasional table: 
Percent families own 
Manner of acquisition 
Cash 
Gift 
Credit 
85.7 
39.3 
21.4 
25.0 
78.6 
25.0 
39.3 
21.4 
71.4 
42.9 
14.3 
14.3 
71.4 
46.4 
21.4 
3.6 
94.5 
38.9 
36.1 
22.2 
91.7 
41.7 
44.4 
30.5 
83.3 
47.2 
19.4 
19.4 
83.3 
44.4 
27.8 
13.9 
96.4 
39.3 
42.9 
17.9 
96.4 
57.1 
21.4 
42.9 
92.9 
28.6 
14.3 
64.3 
92.9 
39.3 
31.1 
42.9 
92.4 
39.1 
33.7 
21.7 
89.1 
41.3 
35.9 
31.5 
82.6 
40.2 
16.3 
31.5 
82.6 
43.5 
27.2 
19.6 
^Percentages for manner of acquisition may total more than that for 
ownership since more than one manner of acquisition may have been employ­
ed by a family. 
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Table 8. (Continued) 
mem 
Low 
(K=28) 
Socioeconomic status 
Middle 
(B=36) 
High 
(B=28) 
Total 
(K=92) 
Chests: 
Percent families own 57.1 
Manner of acquisition 
Cash 25.0 
Gift 32.1 
Credit 7.1 
Occasional chairs: 
Percent families own 75.0 
Manner of acquisition 
Cash 46.4 
Gift 32.1 
Credit 7.1 
Kitchen chairs: 
Percent families own 60.7 
Manner of acquisition 
Cash 25.0 
Gift 32.1 
Credit 3* 6 
Kitchen table: 
Percent families own 57.1 
Manner of acquisition 
Cash 21.4 
Gift 32.1 
Credit 3.6 
91.7 
38.9 
44.4 
27.8 
86.1 
55.5 
22.2 
22.2 
75.0 
44.4 
16.7 
16.7 
77.8 
44.4 
16.7 
16.7 
85.7 
53.6 
42.9 
28.6 
96.4 
32.1 
42.9 
50.0 
71.4 
21.4 
28.6 
25.0 
75.0 
21.4 
28.6 
28.6 
77.2 
41.3 
40.2 
21.7 
70.7 
45.7 
31.5 
26.1 
69.6 
31.5 
25.0 
15.2 
68.5 
30.4 
25.0 
16.3 
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Table 8. (Continued) 
Ites 
JjOfT 
(#=28) 
Socioeconomic status 
Middle 
(*=36) 
nigh 
(#28) 
Total 
(K=92) 
Refrigerator: 
Percent families own 
Manner of acquisition 
Cash 
Gift 
Credit 
Hi-fi or stereo: 
Percent families own 
64.3 
46.4 
3.6 
14.3 
50.0 
63.9 
36.1 
8.3 
19.4 
58.3 
75.0 
42.9 
17.9 
21.4 
67.9 
67.4 
41.3 
9.8 
18.5 
58.7 
nanner 01 acquisition 
Cash 14.3 
Gift 3.6 
Credit 32.1 
Range1 
Percent families own 53.6 
Manner of acquisition 
Cash 28.6 
Gift 17.9 
Credit 10.7 
Clothes washer: 
Percent families own 32.1 
Manner of acquisition 
Cash 14.3 
Gift 7.1 
Credit 10.7 
13.9 
19.4 
25.0 
50.0 
22.2 
16.7 
1 1 . 1  
50.0 
22.2 
11.1 
16.7 
32.1 
25.0 
10.7 
50.0 
25.0 
7.1 
21.4 
39.3 
25.0 
14.3 
19.6 
16.3 
22.8 
51.1 
25.0 
14.1 
14.1 
41.3 
20.7 
6.5 
14.1 
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Table 8. (Continued) 
Socioeconomic status 
xxem 
Low Middle High Total 
(5=28) (5=36) («=28) (5=92) 
Beski 
Percent families own 14.3 27.8 53*6 31*5 
Manner of acquisition 
Cash 7.1 8.3 35.7 16.3 
(aft 3.6 22.2 10.7 13.0 
Credit 3.6 - 7.1 3.3 
Bookcase: 
Percent families own 7.1 38.9 46.4 31.5 
Manner of acquisition 
Cash 3.6 5.5 25.0 10.9 
Gift 3.6 19.4 17.9 14.1 
Credit - 13.9 7.1 7.6 
Dining table: 
Percent families own 21.4 25.0 25.0 23.9 
Manner of acquisition 
Cash 7.1 11.1 14.3 10.9 
Gift 7.1 11.1 7.1 8.7 
Credit 7.1 2.8 3.6 4.3 
Dining chairs: 
Percent families own 17.9 22.2 25.0 21.7 
Manner of acquisition 
Cash 7.1 11.1 14.3 10.9 
Gift 3.6 8.3 7.1 6.5 
Credit 7.1 2.8 3.6 4.3 
Clothes dryer: 
Percent families own 17.9 16.7 25.0 19.6 
Manner of acquisition 
Cash 7.1 5.5 10.7 7.6 
Gift - 8.3 - 3.3 
Credit 10.7 2.8 14.3 8.7 
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For most of the items, differences in the extent of use of consumer 
credit for acquiring them were apparent among the three socioeconomic 
groups. Use of credit for buying television sets was almost equal among 
the three groups. On the other hand, the proportions using credit for 
beds, occasional tables, occasional chairs, kitchen chairs and kitchen 
tables rose with socioeconomic class. Credit was used for purchasing 
sofas and ranges more often by the high group than by the middle and 
low classes. Chests were bought on credit appreciably more often by 
the high and middle class groups than by the low. When items were pur­
chased, infrequently by use of credit, there appeared to be only limited 
differences in the rate of its use. 
In looking back at data presented in Tables 6, ?• and 8, it can be 
said that young urban couples are frequent users of credit for the 
establishment of their households. Purchases of automobiles and furni­
ture and appliances accounted for a high proportion of the credit con­
tracts. With certain exceptions, as socioeconomic status increased, 
credit was used for more purposes. In most instances, purchases by 
means of credit increased with the level of socioeconomic status for 
the selected household durables studied. 
Fran this background of credit usage by young couples, a closer 
look was taken of the relationships among socioeconomic status and the 
time, space and material orientations of the families in the sample. 
m 
Relationships among Socioeconomic Factors 
and Orientations to Credit 
Socioeconomic status was selected as one of the independent vari­
ables and was actually a composite of values indicating levels of edu­
cation, occupation, income and type of housing area in which the re­
spondent resided. Since no previous use of such a construct in a similar 
context was found, some reservations about its merit did exist. There­
fore, the four components of socioeconomic status as well as the com­
posite variable itself were correlated with each of the dependent vari­
ables. The coefficients (r values) obtained showed a high degree of 
intereorrelation among the four components (see Table 9). All were 
significant at the .001 level.* Upon inspecting the correlation matrix 
it was noted that for many of the dependent variables a larger coeffi­
cient was obtained ft*cm correlation with the composite variable than 
with the individual component factors. Therefore, the dependent vari­
ables were interpreted in light of their relationship with the composite 
variable, socioeconomic status. 
Time orientations 
Time orientations of couples were expected to vary according to 
the frequency with which credit had been used, and also with the socio­
economic status. The measures for time orientations included duration, 
•With 90 degrees of freedom, an r value of .339 is significant at 
the .001 level; an r value of .2&I is significant at the .01 level; and 
an r equal to .205 is significant at .05 level. 
Table 9. Corrélation matrix of dependent and independent variables3. 
Variable 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 
1 
2 
x 
.43+ x 
3 .45+ .74+ x 
4 .45+ .52+ .48+ x ' 
5 .71+ .86+ .84+ .77+ x 
6 .25- .35- .30- .24- .36. x 
7 .37+ .25+ .20+ .22+ .32+ .02. x 
8 .07+ .08+ .18+ .05+ .12+ .17- .06* x 
9 .12+ .17+ .18+ .27+ .23+ .12+ .16+ .06+ x 
10 .28+ .28+ .34+ .35+ .39+ .12- .26+ .10+ » 68+ x 
11 .11+ .14+ .21+ .11+ .18+ .05- .00+ .13+ .05+ .20+ x 
12 .41+ .37+ • 39+ .15+ .41+ .32- .26+ .23+ .02+ .14+ .01+ x 
13 •53+ .58+ .53+ .63+ .71+ • 1*. .44+ .03+ .12+ .30+ .04+ .25+ x 
14 .28+ .40+ .33+ .21+ .39+ .02— .52+ .13- .09+ .04+ .02+ .14+ .39+ x 
15 .37+ .32+ .39+ .27+ .42+ . 1^k» .26» .14+ .68+ .75+ . 16+ .12+ .37+ .19+ x 
a1=inocme; 2=educatlon (husband); 3= occupation (husband); 4=housing area; 5=socloeoaaamlc status 
6=duratlcn score; 7=!insnedlacy score; Segolanning score; 9=souupces score; 10=tjypes-of-aecomts score; 
11=knoxLedge score; 12=liquid assets; 13=haising status; 1 ^accumulation score; 15=or<adit frequency « 
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immediacy and. planning horizon, all of -which were scores developed for 
the household. Correlations were made for each of these measures with 
socioeconomic status. The relationships among the time variables are 
summarized in Table 10. 
The mean duration scores showed an inverse relationship between 
socioeconomic status and duration of credit commitments. That is, as 
the socioeconomic level rose, couples tended to use credit contracts of 
shorter duration. The coefficient (r = 3594) showed the duration 
score negatively correlated with socioeconomic status at the .001 level 
of significance. 
Socioeconomic status was positively related to the mean scores for 
immediacy which progressed from 23.9 for the low status group to 27.5 
for the upper group. A positive correlation (r = .3227) between im­
mediacy and socioeconomic status was significant at the .01 level. 
These two data, the significant r value and the increasing mean scores 
indicated that wants of couples became more urgent as the socioeconomic 
level rose, or that the lower group was less willing or able to obtain 
credit. 
The planning variable moved inconsistently among the socioeconomic 
groups. The highest mean score for planning (3.25) was achieved by the 
middle status group with the mean score for the high status group fall­
ing between that value and the 2.78 mean score obtained for the low 
group. However, the r value of .1182 was not significant. 
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Table 10. Mean scores for time orientations related to socioeconomic 
status® 
SocioeoGacslc status 
Dependent 
variable 
Low 
(N=28) 
Middle 
(K=36) 
High 
(H=28) 
Total 
(8=92) r 
Level of 
significance 
Duration 4.49 4.18 3.24 3.99 -.3594 .001 
Immediacy 23.90 25.94 27.53 25.82 .3227 .01 
Planning 
_&Z8 JklZ .1182 
Time 31.17 33.37 33.94 32.90 
aRefer to the chapter on procedures for the development of each of 
the scores utilized in this analysis. 
Each of these variables — duration, immediacy and planning — vas 
correlated with the frequency of credit use; r values of -.14, .26, and 
.14, respectively, were obtained (see Table 9» page 85). However» ex­
cept for the coefficient for immediacy (r = .26) which was significant 
at the .05 level, the correlations were not significant. 
Examination was also made of a fourth measure of time as reflected 
in the preferred order of acquisition for selected durable goods. In­
complete answers to the question were obtained from 12 households so 
the analysis was on the basis of 80 respondents. For the 80 households, 
an automobile was the most preferred item, with television sets a close 
second (Table 11). While the items are listed in descending order of 
preference for the total group, it should be noted that within the three 
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Table 11. Order of acquisition of selected durables, by socioeconomic 
status 
Socioeconomic status 
Item 
Low 
(8=28) 
Middle 
(5=36) 
High 
(8=28) I
I
 
Automobile: 
Mean acquisition score 9.08 9.13 8.50 8.91 
Pot, used credit 
Pot. would use credit 
75.0 73-3 84.6 77.5 
Television: 
Mean acquisition score 7.95 8.50 8.38 8.30 
Pot. used credit 
Pet. would use credit 
29.2 
8.3 
30.0 
3.3 
23.1 27.5 
3.8 
Vacuum cleaner: 
Mean acquisition score 5.37 6.60 9.69 7.2 6 
Pet. used credit 
Pet. would use credit 
4.2 
8.3 
16.7 
6.7 
15.4 
7.7 
12.5 
7.5 
Hi-fi or stereo: 
Mean acquisition score 6.8? 6.30 7.00 6.7 0 
Pet. used credit 
Pet. would use credit 
33.3 
25.0 
26.7 
16.7 
15.4 
19.2 
25.0 
20.0 
Clothes washer: 
Mean acquisition scare 6.62 5.73 6.11 6.13 
Pet. used credit 
Pet. would use credit 
12.5 
50.0 
23.3 
40.0 
15.4 
38.5 
17.5 
42.5 
Sewing machine: 
Mean acquisition score 5.91 5.93 5.84 5.90 
Pet. used credit 
Pet. would use credit 
20.8 
20.8 
23.3 
13.3 
7.7 
3.8 
17.5 
12.5 
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Table 11. (Continued) 
I
 
I
 
status 
Item 
Low 
(#28) 
Middle 
(8=36) 
High 
(#28) i
l
 
%-
x 
Clothes dryer: 
Mean acquisition score 4.95 4.50 4.73 4.71 
Pet. used credit 
Pet. would use credit 
16.7 
62.5 
3.3 
66.7 
CM 
CO 
m
 
12.5 
61,3 
Mr conditioner i 
Mean acquisition score 2.42 3.43 4.07 3.46 
Pet. used credit 
Pet. would use credit 15.8 
10.0 
46.7 
19.2 
46.1 
10.0 
46.3 
Food freezer* 
Mean acquisition score 3.66 3.50 2.53 3.24 
Pet. used credit 
Pet. would use credit 66.7 63.3 69.2 66,3 
Boat: 
Mean acquisition score 1.37 1.40 1.50 1.43 
Pet. used credit 
Pet. would use credit 54.2 
3.3 
76.7 57.7 
1.3 
63.7 
socioeconomic classes there is some variance in preferences for acquisi­
tion. For example, a vacuum cleaner which ranked third for the total 
group, ranked sixth for the low socioeconomic group and first for the 
high status group. The low socioeconomic group indicated a preference 
for acquiring a food freezer before an air conditioner. A slight pref­
erence for such was expressed also by the middle status group. 
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A substantial proportion of households in the sample had used or 
were willing to use credit to acquire the various items. Credit was 
expressed as a means of purchase less often fay each for the items of 
lower unit cost» namely vacuum cleaners and sewing machines. For the 
other items, except television, credit was an acceptable purchase ar­
rangement for a major proportion of households. 
Fran these observations, the questions raised by the hypotheses 
related to time yere answered» Support yas given for both sabfcypofckeses 
involving duration. Duration of credit commitments were found to be 
related inversely both to socioeconomic status and to frequency of credit 
use. 
It was hypothesized that immediacy was positively related to socio­
economic status and to the frequency of credit use. Both of these pre­
dicted relationships wore supported fcy the data obtained. 
While it was predicted that the planning score would relate posi­
tively to socioeconomic level and Inversely to the frequency of credit 
use, neither hypothesis for planning was supported significantly by the 
data. 
No significant association was found between socioeconomic status 
and acquisition scares far the selected household durables. However, 
household items more frequently purchased with credit tended to have 
higher acquisition scores. 
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Space orientations 
The space orientations of the couples were hypothesized to widen 
as credit was used mare frequently and as socioeconomic status increased. 
Space was measured by types of commodities purchased with credit, sources 
of credit used, types of accounts and knowledge of credit costs. Types 
of commodities already have been discussed in connection with the pur­
poses for which credit was used. No formal score was developed far that 
variable. The household scores for sources of credit, types of accounts, 
and knowledge of costs were correlated with socioeconomic status of the 
families in the sample. Mean scares and r values of relationships a-
mang the variables are presented in Table 12. 
The r value (.2341) for sources of credit as related to socioeco­
nomic class was significant at the .05 level. The highest mean score 
was obtained for the middle status group; the high status group had a 
mean score greater than that for the low status group. 
Types-of-accounts scores correlated highly with socioeconomic 
status in that the r value (.3906) was significant at the .001 level. 
The mean scores for types of accounts used Increased consistently from 
2.25 for the low group to 3.39 for the high status group. 
Mean scores far knowledge of credit costs moved erratically among 
the three socioeconomic groups with the high status group having a mean 
of 4.80 while the middle was lowest with 3.73. An r value of .1795» 
lower than .205 required for significance at the .05 level, revealed no 
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Table 12. Mean scores for space orientations related to socioeconomic 
status® 
Socioeconomic status 
Dependent 
variable 
Low 
(B=28) 
Middle 
(#36) I
t
 
Total 
(#92) r 
Level of 
significance 
Sources 2.03 2.75 2.57 2,48 .2341 .05 
Types of 
accounts 2.25 3.00 3.39 2.89 .3906 .001 
Knowledge M1 4,80 4,18 «1795 
Space 8.41 9.48 10.76 9.55 
^Edfôï1 tv thé Charte? Où prCCSdUTôS fwT thô CLSVâlCpûlsnt Of SSCh Of 
the scores utilized in this analysis. 
significant association between knowledge of credit costs and socio­
economic status. 
In relating the dependent variables of sources, types of accounts 
and knowledge to the frequency of credit use, r values of .68, .75 and 
.16, respectively, were obtained (see Table 9$ page 85). The correla­
tions with socioeconomic status, both for sources of credit and for 
types of accounts used, were significant beyond the .001 level. 
The above data support the hypotheses relating to space as described 
by sources of credit, types of accounts, and types of commodities. How­
ever, no support was given for the hypothesis that couples of higher 
socioeconomic status will have greater knowledge of credit costs. 
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Neither was support given for the prediction that more frequent users 
of credit would have greater knowledge of credit costs. 
Sources of credit used were significantly supported as having posi­
tive relationships with socioeconomic status. A positive relationship 
between sources of credit and frequency of credit use was supported by 
the data. 
Support was given for both relationships expected for types of 
accounts used. That is, the types of accounts score increased as the 
level of socioeconomic status increased and as the use of credit became 
more frequent. 
It was hypothesized that types of commodities for which credit was 
used would be more varied for those of higher socioeconomic status; 
further, it would be more varied for those who used credit more fre­
quently, No significant association was found among these factors but 
the tendency for such to occur was indicated by the data. 
Material orientations 
The material orientations as structured for this study differ from 
those for time and space in that the material measures are indirectly 
associated with consumer credit. Uses of credit are not a part of the 
scores as they are for the scores for time and space variables. 
Earlier, reference was made to the influence exerted on consumers 
by their associates. Consumers compare their lot with that of others 
by weighing what each has. For most people, comparison is restricted 
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to observable tangible objects. And comparisons are made among those 
considered to be peers. One who evaluates his situation relative to 
others as one of less than the "proper" material status may well take 
actions to correct the inadequacies. The need may appear sufficiently 
strong that the consumer would be willing to resort to credit purchases 
in the course of his corrective actions. Current conditions in the 
consumer credit market make credit under seme sort of terms available 
to most consumers. The suggested associations between material orienta­
tions and uses of credit are such that even the indirect measures used 
herein seemed warranted. 
It was hypothesized that couples' material orientations would be 
positively related to socioeconomic status and would vary with the fre­
quency with which credit was used. Factors selected to measure material 
orientations of young couples were liquid assets, housing status and 
accumulation score for durables. Bach of these variables showed a high 
positive relationship to the level of socioeconomic status (Table 13). 
The mean scores for liquid assets increased from 2.75 for the low status 
group to 5*00 for those of high status. An r value of .4122, obtained 
when liquid assets were measured against socioeconomic status, was 
significant at the .001 level. 
Mean scores for housing status increased with positive changes in 
the socioeconomic status of the families. The correlation coefficient 
of .7133 was significant beyond the .001 level. 
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Table 13. Mean scores for material orientations related to socioeconomic 
status* 
3c eissscac sic ststs is 
Dependent 
variable 
Low 
(N™28) 
Middle 
(8=36) 
High 
(8»28) I
E
 
r 
Level of 
significance 
liquid assets 2.75 3.58 5.00 3.76 .4122 .001 
Housing status 1.32 1.88 2.57 1.92 .7133 .001 
Accumulation 242.64 311.33 357.00 304,22 • 3867 .001 
Material 246.71 316.79 364.57 310.03 
®Refer to the chapter on procédâtes for the development of each of 
the scores utilised In this analysis. 
Accumulation of durable household goods showed positive changes as 
levels of socioeconomic status Increased. The mean accumulation score 
Increased from 242.64 for the low status group to 357*00 for the group 
with high socioeconomic statue. Like the other measures for material 
orientation, the household scores for durable household goods accumula­
tions were correlated significantly with socioeconomic status. A .001 
level of significance was Indicated by the r value of .3867. 
When each of the material factors was related to frequency of credit 
use, a less decisive pattern of associations evolved (see Table 9» page 
85). The correlation coefficient for associations of liquid assets with 
frequency of credit use (r = .12) was not significant. Housing status 
and the frequency of credit use (r = .37) were significantly correlated 
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at the «001 level» Although data suggested that credit was used more 
frequently with greater accumulation of household durables, the degree 
of correlation was not significant (r = =19)» 
Prom the above data, support is given for the hypothesis that 
material factors were positively related to socioeconomic status. In 
summary that is, socioeconomic status is positively related to holdings 
of liquid assets, to housing status, and to accumulation of household 
durables. 
The predicted relationship between housing status and frequency of 
credit use was supported fcy the data. That is, as housing status in­
creased, credit was used more frequently. The hypothesis that holdings 
of liquid assets would be inversely related to frequency of credit use 
was rejected. Ho significant support was given for, but a tendency was 
indicated that the accumulation of household durables increases with the 
frequency of credit use. 
The foregoing analyses have dealt with the hypotheses set out to 
be tested in this study. However, other data were obtained that may 
give further insights for particulars of credit transactions used fcy 
young married couples in the establishment of their households. Ap­
pendix B contains tables showing distribution of families according to 
durations of credit commitments, sources and types of credit accounts 
used. Another table relates levels of debt commitments to socioeco­
nomic status. Distribution of families according to types of liquid 
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assets held also is given. It was believed that the data reported in 
these tables of the appendix would be useful for further interpretation 
of the credit situations of the young fsanHies who were establishing 
households in Des Moines. 
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IMPLICATIONS AND RECOMMENDATIONS 
Data from the survey of a random sample of young families in Des 
Moines indicated a strong tendency on the part of young couples to use 
consumer credit in establishing their households. All of the 92 cooper-
ators except one had used credit during or before marriage. This meant 
that consumer credit was available to all regardless of socioeconomic 
status. However» purposes for which credit have been used were varied 
as were practices in its use with respect to time, space and material 
orientations. In what ways do families of different socioeconomic 
status use credit? 
It was pointed out in introducing the problem for study that credit 
is a commitment of future wealth. That is, in return for a good or 
service received today, one promises some of the wealth one expects to 
have in the future. Therefore, credit arrangements are contingent upon 
future expectations concerning the buyer's situation. Since a credit 
transaction is a contract between the buyer and the seller, it is made 
on the basis of each party's interpretations of the buyer's future. It 
is logical that the seller obtain from the buyer some measures by which 
he may judge the potential buyer's probability to pay. The structure 
of the variable, socioeconomic status, may indicate the wealth potential 
of the family unit it describes. Education, occupation and income each 
may bear directly on the buyer's future wealth. 
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It is probable that the level of socioeconomic status summarizes 
the factors on which a seller may rate a potential buyer as a credit 
risk. Hypes of credit commitments vary widely in their degrees of 
security for both parties of the contract. A charge account, far ex­
ample, is a general debt obligation whereas an installment sale is 
likely to have the merchandise pledged as security for the outstanding 
balance. The lower risk of a secured debt may permit the seller to 
discount certain less favorable factors in a potential buyer's situa» 
tioru This may explain that low socioeconomic groups were able to 
obtain automobile and furniture and appliance loans (usually secured 
loans) whereas none had gasoline credit cards. 
The three socioeconomic groups differed in the extent to which 
they used consumer credit for given purposes. In studying the differ­
ences, several plausible explanations evolved. 
There is a circularity in the finding that the low socioeconomic 
group made little use of credit for educational purposes while a size­
able proportion of the high status group did so. Low socioeconomic 
background could have made it more difficult for people in this group 
to obtain educational loans. Without a loan, they may have been pre­
vented or at least discouraged from obtaining a higher level of educa­
tion. Since level of education is a component of socioeconomic status, 
the household score would have been affected. In this case it is dif­
ficult to assign causality. 
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The low socioeconomic group used credit almost as frequently for 
furnishings as did the other status groups. That group's other uses of 
credit appeared to be low except that it exceeded the other status clas­
sifications in using credit for medical needs and smaller household 
items. These findings suggest that low socioeconomic groups used credit 
more as a matter of necessity rather than just as a convenience in es­
tablishing their households, 
Sie types of purchases that constituted in large part the "other 
purposes" category — such items as wedding rings, phonograph records, 
and encyclopedias — could seldom be described as household necessities. 
Yet, a large proportion of families of middle socioeconomic status used 
credit for such purposes. Two factors that may have contributed to this 
situation are: (1) these couples were judged to be adequate credit 
risks by the sellers and could make these purchases without the full 
cash outlay, and (2) the purchases were considered sufficiently impor­
tant to the couples that they were willing to assume the more costly 
method of purchase in order to acquire them. 
In the foregoing analysis of findings, nothing was said about the 
degree of correlation among the composite variable for socioeconomic 
status and each of its four components. While high r values (see Row 
5 of Table 9, page 85) were obtained, it is invalid to draw any con­
clusions therefrom since each of the components was itself incorporated 
into the composite factor. The composite factor had particular merit 
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for this study because of the degree of its association with the depen­
dent variables under observation. These associations are summarized in 
Table 14. Also included in the table are the coefficients of correla­
tion (r values) for each of the dependent variables with frequency of 
credit use. 
Associations between duration of credit commitments and socioeco­
nomic status may seem to contradict previous reasoning with respect to 
buyers' ability to psy. However, shorter credit commitments yield less 
return to the lender and therefore provide less cushion for inherent 
risks. The circumstances of families of low socioeconomic status may 
preclude their using credit except for terms sufficiently long that the 
size of payments are within their resource limits. Necessity, then, 
rather than choice may be a major force in this inverse relationship. 
Duration as related to frequency of credit use also showed an in­
verse tendency. A plausible explanation may be that the total amount a 
given consumer borrows is little affected by the frequency with which 
he borrows. Rather than borrowing with payments extended over a longer 
period of time, those of higher socioeconomic status seemingly preferred 
to repay rapidly even though it may have meant entering into credit con­
tracts more frequently. 
The positive association of immediacy of wants with both socioeco. 
noanic status and frequency of credit use suggested that wants increased 
with the level of socioeconomic status. A partial explanation may be 
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Table 14. Summary table of mean scores and r values for selected vari­
ables 
r values 
Dependent 
variable 
Low 
(N=28) 
Middle 
(N=36) i
s
 
Total 
(H=92) 
Socio­
economic 
status 
Frequency 
of credit 
use 
Time: 
Duration 4,49 4o18 3,24 3=99 -o3594a -.1398 
Imaediaey 23.90 25.94 27.53 25.82 ,3227b .2634e 
Planning 2.?8 3.25 3.17 3.09 .1182 .1441 
Space: 
Sources 2.03 2.75 2.57 2.48 .2341° .6775* 
types-of-
accounts 2.25 3.00 3.39 2.89 .3906* .7517* 
Knowledge 4.13 3.73 4.80 4.18 .1795 .1575 
Material: 
Liquid 
assets 2.75 3.58 5.00 3.76 .4122* .1181 
Housing 
status 1.32 1.88 2.57 1.92 .7133* .3697* 
Accumu­
lation 242.64 311.33 357.00 304.35 .3867* .1904 
Frequency of 
credit use 3.32 5.16 5.67 4.76 .4183* 
a, Significant at .001 level of confidence. 
Significant at .01 level of confidence. 
'Significant at .05 level of confidence. 
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that those of lower status had more limited means with which to satisfy 
their wants. That is, they did not use cash and often did not consider 
credit an alternative even if it was available to them, 
Little can be said about the implications of the data obtained 
with respect to planning. The recommandation, however, is not to 
abandon the concept as a submeasure of time, but rather to revise it 
in the hope of creating a more workable tool. The structure of the 
planning score for this study admittedly was subjective. In the course 
of interviewing the h comakers, however, differences in planning were 
evident. An improved means for obtaining data with respect to planning 
should be developed. Perhaps, a series of questions structured around 
specific elements of planning would yield more valid data. 
The three foregoing measures of time were durational in nature. A 
sequential orientation of time was given in the acquisition score. 
While no significant associations were found, directional trends were 
suggested. A more comprehensive list of goods and information on antic­
ipated length of service from given items may permit a refinement of 
this measure. 
When studying the results of the measures for space orientations 
in light of the frequencies of credit use, it was a bit puzzling to see 
at first glance a relatively low correlation between sources of credit 
used and socioeconomic status. Cta closer observation it was evident 
that most young couples, regardless of socioeconomic status, were prone 
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to obtain credit through the retailer. Credit contracts for a couple 
may be clustered among two or three sources with the retailer the most 
frequently patronized. In order to raise the confidence level of the 
measure for sources, the first thought was to revise the manner in 
which the score was derived. A system similar to that used for the 
accumulation score had been under consideration as the study was being 
developed. That method was checked on about a tenth of the sample and 
the scores that resulted were more erratic than the simple count method 
employed far this analysis. 
The fact that the higher socioeconomic groups used a greater vari­
ety of types of accounts probably stems from their ability to meet the 
conditions set out for the different accounts. Circumstances of lower 
status couples probably cause sellers to restrict credit extensions to 
the secured type of account which would encompass most installment sales 
or loans. As socioeconomic status rose, couples increasingly utilized, 
in addition to secured types of accounts, the accounts that were gen­
erally unsecured such as 30-day charge accounts and optional arrange­
ments. This implied a possible parallel between the creditors' evalua­
tions of couples as financial risks and the components of socioeconomic 
status. 
In the course of more frequent usage of consumer credit, couples 
should have encountered mare types of accounts. Different types of 
accounts are tailored far specific purposes. Since the purposes for 
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which credit was used varied with the frequency of use, it follows that 
more types of accounts would have been utilized by the more frequent 
users» 
The hypothetical situations in the questionnaire utilized common 
credit terms to elicit information on knowledge of costs. Yet, most 
homemakers could not give the correct answers which required no compu­
tations in order to derive» During the interviews, masy of the house» 
wives mentioned credit costs as one of the most baffling aspects of 
financial matters. Yet, the findings of this study with respect to 
young couples' knowledge of credit costs gave no clues as to what may 
affect one's level of understanding. The creditors, on the whole, do 
little to improve the situation. One notable exception to this among 
credit sources might be the credit unions. Most of those who borrowed 
from that source knew the effective rate of interest they were paying. 
One housewife commented about the assistance given her family by the 
credit union to which she belonged. 
Since formal education has not been found to be associated with 
knowledge of credit costs, the approach must center elsewhere. As long 
as creditors are permitted to obscure the cost of contracts, the con­
sumers will remain ignorant of these aspects. A study in which costs 
were stated in a number of different ways may suggest ways of formulat­
ing statements that are more understandable to consumers. But as long 
as consumers remain indifferent to the cost disclosure practices of 
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creditors, little hope exists for improvement. 
The high correlations of the material factors with socioeconomic 
status were expected fruti the nature of those factors. While housing 
status was derived in a different manner than housing area, these are 
not entirely independent elements. Conditions of all homes in the gen­
eral area were major considerations of housing area whereas the market 
or rental value determined housing status. However, the latter is 
affected by the former, and therefore the measure for socioeconomic 
status is not independent of the value for housing status. Liquid 
assets and accumulation of household durables were values derived ex­
clusive of any of the socioeconomic components. The significant as­
sociations of these variables with socioeconomic status indicated 
stronger material orientations as people improved their lot. 
Housing status showed a relatively strong relationship to the fre­
quency of consumer credit use and also to the accumulation of durables. 
However, accumulation of durables showed no significant association 
with the frequency of credit use, as was also true for liquid assets. 
This may suggest that housing status alone is a better indicator of the 
material orientations of couples as related to the frequency of credit 
use. 
The failure of the data to support the expected inverse relation­
ship between liquid assets and frequency of credit use suggested that 
the consumer chose to retain liquid assets while assuming credit obli-
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gâtions. In light of the opportunity costs of the alternatives, the 
choice may have been wise. 
In the main, time, space and material orientations served veil as 
a framework for study of consumer credit use by socioeconomic groups. 
In retrospect, time orientations may be measured by duration, immediacy 
and order of acquisition. An improved planning score may well be a 
fourth measure of time. Sources of credit, types of accounts used, and 
types of commodities bought on credit indicate dimensions of space. 
Present conditions in the market make it doubtful that a meaningful 
knowledge-of-costs score can be developed as a true indicant of space 
orientation. Associations between material orientations of couples of 
differing socioeconomic levels appear to bear indirectly on the fre­
quency of credit use. It may be that the influence of material orienta­
tions become even stronger as couples move through the family life-circle. 
The findings of this study should do more than portray the situa­
tion among young families in Des Moines. They should suggest: (1) 
content for educational programs, (2) possible concerns for public 
policy and legislation, and (3) problems for further research. 
To make genuine decisions with respect to credit usage, more is 
required than knowing where a bank or finance company is located. 
First, it should be recognized that credit is an alternative method of 
purchase. Its use should be evaluated by the consuming unit in light 
of the other available alternatives. Because of quasi-productive quaL­
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ities that may be embodied in wise uses of credit, consumers may at 
times lose sight of inherent disadvantages that make credit an inap­
propriate choice under certain conditions. At other times, they may 
be oblivious to its positive potentials. 
For the transaction itself, full knowledge should include an aware­
ness of the different available sources of credit. Each source prob­
ably offers several types of loans, each of which has its cm set of 
terms. Cost comparisons can be made by the potential user only if terms 
of the contracts are similar. During the interviews, hcmemakers men­
tioned terms in vague cooperatives such as "their rate of interest is 
terribly high", or "they charge too much". let, these were conclusions 
they reached after entering into a credit agreement with the given 
agency. Since a credit contract is a legal document binding on both 
parties, it should be understood in every important detail. Consumers 
who sign contracts without obtaining satisfactory explanation of each 
of the provisions are as much in error as the businessmen who are 
parties to the situations. An educational program aimed at creating 
a responsible attitude among consumers is as necessary as one that will 
help them decipher contract costs. 
Ideally, an informed consumer population would help to keep the 
merchants of credit in check with limited need for governmental inter­
vention. However, until there is a consumer lobby as effective as that 
of business and finance, legislation with respect to credit terms may 
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be necessary. One of the most urgent needs is in the realm of cost dis­
closure. A separate statement of the dollar costs would be an improve­
ment. Precise computations of the effective rates of interest may create 
more problems than they solve. In some states, legislatures have spec­
ified maximum rates and time periods as well as other contract provi­
sions. These should be reviewed £rca time to time so that they are 
appropriate for the prevailing conditions. Any type of legislative 
action should be preceded by a study not only among the merchants of 
credit but also among the consumers. 
(toe of the thoughts underlying the development of this study re­
lated to the influence that buying practices established early in mar­
riage may have on the financial situation of the family in succeeding 
stages of its life-cycle. Studies, comparable to the present one, 
which analyze cross sections of families in later stages of the cycle 
could be revealing. However, longitudinal studies would be required 
to provide information about the role of consumer credit in the long 
run financial development of the family. A research study designed 
specifically to employ a follow-up with the coopérât ors, or an approach 
utilizing much more detailed interviews with a smaller number may pro­
vide the base for a long-term study. 
In the main, the scores developed for this study served well to 
qperationalize the theoretical framework. The weaknesses found, notably 
in the planning and knowledge scores, deserve further study to perfect. 
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SUMHAHÏ AND CONCLUSIONS 
The needs of young couples at the time they establish hemes and 
fsallies are frequently disproportionate -aith their rsscurcss. Net all 
of the needs can be postponed. Consumer credit can serve as an alter­
native method of purchase for the family unit as it carries out its 
functions of allocating and transforming its resources. Therefore t 
this study was undertaken to investigate the extent to which young 
urban couples use consumer credit in establishing their households. The 
study was the initial phase of an interdisciplinary research project en­
titled, Elements of Economic Development in Young Families of Urban 
Iowa, in process at Iowa State University. 
The specific objectives of the study sought to ascertains (1) the 
manner and extent of durable accumulation by young couples, (2) the fre­
quency of use of consumer credit by young couples for various living 
needs, (3) the types of credit arrangements and the sources from which 
credit is obtained, and (4) the circumstances of the couple that give 
rise to its credit orientations with respect to time, space and material 
aspects of life. Of particular interest were the differentials in uses 
of consumer credit by young couples that may relate to their economic 
and social characteristics. 
Economic and social factors by which couples were identified in­
cluded income, occupation and education of the husband, and the general 
conditions of housing in the area in which the family lived. While the 
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consumer's world has several dimensions, the ones which served as a 
frama of reference for this study were time, space and material orienta­
tions. 
The study was restricted to an urban population not only to avoid 
the confused intermeshing of production and consumption credit use by 
rural families, but also to add to the limited information available 
about credit as a resource in young urban families. A random sample of 
150 street segments in the metropolitan Des Moines area provided the 
addresses to be screened for eligible households. An eligible house­
hold consisted of a husband and wife living together, who had been 
married from one to three years, and the husband was under 30 years of 
age. One hundred five eligible couples were located and personal inter­
views were obtained with 92 of the families, which yielded 92 usable 
schedules. The data were transferred from the survey schedules to IBM 
cards for frequency counts and cross classification. Certain of the 
devices by which the hypotheses were tested required adaptation of the 
raw data into scores for each household. 
From the rankings for income, education, occupation and housing 
area, a composite variable for socioeconomic status was constructed. 
Scores for duration of credit commitments, acquisition, immediacy and 
planning were developed as measures of time orientations. Space orien­
tations evolved from scores for sources of credit used, types of ac­
counts used, types of commodities purchased, and knowledge of credit 
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costs. Measures for material orientations were derived from a scale 
for holdings of liquid assets, a rank for housing expenditure levels, 
and a score for accumulation of household durables. 
In addition to the frequency tabulations, each of the components 
of socioeconomic status, as well as the composite variable itself, was 
correlated with each of the dependent variables for which a household 
score was derived. On the basis of its socioeconomic status score, 
each household was classified as one of the low, middle or high status 
group. The groups were composed of 28, 36, and 28 families, respective­
ly. This composite classification was used extensively as the inde­
pendent variable in the analysis of the data. 
The families interviewed were relatively uniform in size because 
of the short span of marriage used as an eligibility requirement. Most 
were independent households living in apartments or single-family houses. 
Fifty-eight of the 92 couples had one or more children. Fifty of the 
wives were employed outside of the heme at the time of the interview. 
There were variations within each socioeconomic group as to the 
frequencies with which the families used credit; among the groups the 
frequency of use increased generally as the status rose. While high 
proportions of all three groups had used credit for the purchase of 
automobiles and furnishings, they differed considerably in the extent 
to which they used credit for other purposes. A category in which the 
low socioeconomic group predominated was for medical and dental expenses, 
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while the high status group had a high percentage of gasoline credit 
card holders. WELth some exceptions, it can be said that credit was 
used for more purposes as socioeconomic status increased. 
The use of credit for the acquisition of household durables was 
relatively common among all socioeconomic groups. While credit was 
used about equally among the three groups to purchase television sets, 
the low status group used it more frequently than the others to buy 
hi-fi sets» For items which were bought on credit by an appreciable 
proportion of all the couples, credit was used more frequently by those 
of higher socioeconomic status. 
In measuring the time orientations of the young couples, it was 
found that the durations of credit commitments moved Inversely with 
socioeconomic status, while immediacy of wants showed a positive rela­
tionship. Frequency of credit use was associated inversely with the 
duration scores. Planning showed no association either with socioeco­
nomic status or with frequency of credit use. Already noted was the 
fact that high status couples used credit for more purposes. In sum­
mary, it can be said that people of high socioeconomic status used 
credit more frequently, for nore purposes, but for shorter durations 
than those of low status. Wants of the higher status groups appeared 
to be more immediate than those of lower socioeconomic standing. 
The space orientations, as measured by sources of credit and types 
of accounts used, showed positive associations with socioeconomic status. 
Both of these space factors also associated positively with frequency 
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of credit use. The score for knowledge, however, showed no association 
with frequency of credit use or with socioeconomic status. The types 
of commodities for which credit was used showed tendencies to become 
more varied as socioeconomic status and frequency of using credit in­
creased. As socioeconomic status rose, couples tended to use more 
sources of credit and more types of accounts. There was no indication, 
however, that people of higher status were more informed on the cost of 
these credit transactions. 
Each of the factors selected to Indicate material orientations 
showed relatively strong associations with socioeconomic status. That 
is to say, as socioeconomic status increased, couples held more liquid 
assets, lived in more costly accommodations and had accumulated more 
household durables. With respect to the frequency of credit use, the 
data showed that, among those of higher housing status, credit was used 
more frequently. There was a tendency for them to have a greater accu­
mulation of durables for their households. However, from the data 
available, it cannot be said that liquid asset holdings had any influ­
ence on the number of times credit was used. 
From the findings of the study it was Indicated that the families 
of lower socioeconomic status were unwilling or unable to buy on time 
to the same extent as those of higher status. Judging from the pur­
poses for which credit was used among the low status group, it may be 
that their uses of credit were more a matter of necessity than of con­
venience. 
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The shorter credit commitments that were more frequent among people 
of higher socioeconomic status may not be as readily available to those 
of lesser status for two reasons* (1) the seller may consider the in­
herent risk inadequately covered by the return for the shorter commit­
ment, or (2) the lower status buyer's circumstances may require a longer 
time period so that the amount of payments are within his means. Im­
mediacy of wants which were less for those of lower status may have 
been tsapered by the ability of these consumers to obtain crédite 
Socioeconomic status showed less association with the sources of 
credit used than with types of accounts. While young couples tended 
to use a variety of accounts, they patronized few sources, and chief 
among these was the retailer. The different types of accounts that 
came into use as socioeconomic status rose may be attributed in part 
to the greater variety of purposes for using credit that were found 
among the higher groups. The tailoring of the accounts to the purposes 
for which they were used probably was an indirect influence. 
While nothing can be said with respect to associations between 
knowledge of credit costs and socioeconomic status, much could be said 
about the industry's disservice to the consumer in this matter. On the 
other hand, consumer apathy serves the businessman's "cause" in this 
regard. A monumental program of consumer education would be necessary 
to increase the general population's understanding of consumer credit 
costs as conditions now exist in the market. 
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Consumer credit can be a useful tool in today's mass production-
mass consumption economy. ïoung couples in Des Moines have made sub­
stantial use of it in establishing their households. Further research 
is necessary to understand the role that credit plays as a resource in 
succeeding stages of the life-cycle. Recommendations were developed 
concerning such research needs as well as for refinement of some of the 
techniques used in this study. 
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GLOSSARY OF TERMS 
ai i nftfl-m on fonction: process of distributing resources among different 
needs and wants. 
Consumer credit? a cash loan or purchase arrangement for goods and 
services, exclusive of hemes, to be used by the household unit 
where the payment is completed subsequent to the receipt of the 
good or service. 
Cans»™*ng unit: an individual or group of individuals who share incomes 
and expenditures. 
flrasarwpMnTa; yg© of goods and ssrvicss "xhich ssy involve expenditures 
or utilize inventories on hand. 
Expenditures : purchase of goods and services in the market requiring 
monetary outlay or credit commitment. 
Genuine decision making: the weighing of different alternative courses 
of action and <;f choosing deliberately among them, according to 
some principle. 
Household: all individuals who share an abode. 
Level of living: satisfactions realized from goods and services con­
sumed. 
Market: a situation for the coming together of buyers and sellers for 
purposes of exchange. -
Opportunity cost: the sum of values that must be sacrificed to obtain 
a good or service. 
118 
Perspective: an ordered view of one's environment including what is 
plausible and what is possible. 
Reference group: any group to which a person relates his am attitudes 
or situation for evaluative purposes. 
Socioeconomic status: a position along a continuum indicating an order­
ing assigned to a composite of factors. For this study these 
factors are; income, education, occupation and housing area in 
which the respondent lived. 
Space: a plane of references derived from past experiences and current 
environment of the decision-maker. 
Standard of living: the satisfactions considered essential to the 
consuming unit and by which the consuming unit evaluates satis­
factions derived from consumption. 
Time: the duration, sequence and sychronization of phenomena. 
Time preference: the relative importance of present actions or con. 
diticns and future potential actions or conditions. 
Transformation function: process of converting resources into inter­
mediate or final goods and services for use or distribution by 
the owner. 
Wealth: scarce material goods or human attributes that are transfer­
able and useftil. 
Young married couple: a couple whose marriage occurred between January 
1, 1962 and January 1, 19<&, inclusive; husband and wife are liv­
ing together; husband is under 30 years of age. 
119 
SELECTED REFERENCES 
Adams, Bert N. Structural Factors Affecting Parental Aid to Married 
Children. Journal of Marriage and the Family 261 327-331, 1964, 
Ando, Albert, and Franco Modigliani. The "Life-dycle" Hypothesis of 
Saving! Aggregate Implications and Tests. American Economic 
Review 53$ 55-86. 1963. 
Black, H1.11.el. Buy Now, Pay Later. New York, William Morrow and 
Company. 1961. 
Booth, S. Lees. 1964 Finance Facts Yearbook. Washington, D.C., 
National Consumer Finance Association. 1964. 
Bott, Elizabeth. The Concept of Class as a Reference Group. Human 
Relations 7» 259-285. 1954. 
Bourne, Francis S. Different Kinds of Decisions and Reference-Group 
Influence. In Bliss, Perry, ed. Marketing and the Behavioral 
Sciences: Selected Readings, pp. 247-255. Boston, Allyn and 
Bacon, Inc. 1963. 
Caplovitz, David. The Poor Pay More. New York, Free Press of Glencoe. 
1963. 
Carter, Hugh, Paul C. Slick, and Sarah Legit. Some Demographic Char­
acteristics of Recently Married Persons: Comparisons of Regis­
tration Data and Sample Survey Data. American Sociological Review 
20: 165-172. 1955. 
Centers, Richard. The American Class Structure: a Psychological 
Analysis. In Swans on, & E., T. M. Newcomb, and E. L. Hartley, 
eds. Readings in Social Psychology. Rev. ed. pp. 299-311. 
New York, Henry Holt and Company. 1952. 
Consumer and Real Estate Credit. Economic Indicators. May 1965: 32. 
Consumer Business Trends. Credit World 52: 35-36. July 1964. 
Consumer Credit and the American Family: a Perspective Analysis. 
University of Michigan Bureau of Business Research Michigan 
Business Paper 32. 1956. 
120 
Cottrell, Fred, Energy and Society. New York, McGraw-Hill Book 
Company, Inc. 1955-
DLrectory of Householders, Occupants of Office Buildings, and Other 
Business Places, Including a Complete Street and Avenue Guide. 
In Polk's Des Moines City Directory, 1963. pp. 1-406. Kansas 
City, Missouri, R. L. Polk and Company. 1963. 
Disposition of Personal Income. Economic Indicators. May 19651 5» 
Dieseriberry, James S. Income, Saving and the Theory of Consumer Behav­
ior. Cambridge, Massachusetts, Harvard University Press. 1962. 
Eisenstadt, S. N. Studies in Reference Group Behavior. Human Relations 
7: 191-216. 1954. 
Healey. Philip Basil, The Knowledge and Use of Consumer Instalment 
Credit by Young Married People of the Lansing, Michigan Area. 
Unpublished Ph.D. thesis. East Lansing, Michigan, Library, 
Michigan State University. 1963. 
Jastrow, Morris, Jr. The Civilization of Babylonia and Assyria. 
Philadelphia, J. B. Lippincott Company, 1915. 
Juster, F. Thomas, and Robert P. Shay. Consumer Sensitivity to Finance 
Rates: an Empirical and Analytical Investigation. National 
Bureau of Economic Research Occasional Paper 88. 1964. 
Kahl, Joseph A., and James A. Davis. A Comparison of Indexes of Socio-
Economic Status. American Sociological Review 20: 317-325. 1955. 
Katona, George. Psychological Analysis of Economic Behavior. New York, 
McGraw-Hill Book Company, Inc. 1951. 
Katona, George. Rational Behavior and Economic Behavior. Psychological 
Review 60: 307-318. 1953. 
Katona, George, Charles A. Lininger, and Richard F. Kosobud. 1962 Sur­
vey of Consumer Finances. University of Michigan Institute for 
Social Research Survey Research Center Monograph No. 32. 1963. 
121 
Katona, George, Charles A. Liniriger, and Eva Mueller. 1963 Survey of 
Consumer Finances. University of Michigan Institute for Social 
Research Survey Research Center Monograph No. 34. 1964. 
Kliaek, Ronald L. Friaaiv Neighborhood Visiting in an Urban Setting 
as Related to Social Class and Social Area. Unpublished M.S. 
thesis. Ames, Iowa, Library, Iowa State University of Science 
and Technology. 1964. 
Lamale, Helen Humes. Methodology of the Survey of Consumer Expenditures 
in 1950. Pittsburgh, University of Pennsylvania. 1959. 
Maclver, R. M. The Challenge of the Passing Years. New York, Trident 
Press, Simon and Schuster. 1962. 
MacNab, Marian Myers. Financial Management of Beginning Families. 
Unpublished M.S. thesis. Ithaca, New York, Library, Cornell 
University. I960. 
Malabre, Alfred L., Jr. Worry over Debt. Wall Street Journal 44: 1, 
12. July 17, 1964. 
Mill, John Stuart. Principles of Political Economy. London, Longmans, 
Green and Company. 1909. 
Moore, VELlbert E. Man, Time and Society. New York, John Wiley and 
Sons, Inc. 1963. 
Myers, Samuel L. Non-Business Bankruptcies. Council on Consumer 
Information Conference Proceedings 10: 1-16. 1964. 
National Consumer Finance Association. The Consumer Finance Industry. 
Englewood Cliffs, New Jersey, Prentice-Hall, Inc. 1962. 
Neisser, Edith G. Emotional and Social Values Attached to Money. 
Marriage and Family Living 22: 132-137. 1960. 
Shibutani, Tamotsu. Reference Groups as Perspectives. American 
Journal of Sociology 60: 562-569. 1955. 
122 
Était h, Paul F. Consumer Credit Costs, 1949-59. National Bureau of 
Economic Research Studies in Consumer Instalment Financing No. 
11. 1964. 
Scrckir., Pitiria A. Sosiocultural Causality, Space, Time. Durham, 
North Carolina, Duke University Press. 1943. 
U.S. Bureau of the Census. Current Population Reports, Population 
Characteristics : Series P-20, No. 135$ 1-20. April 28, 1965. 
U.S. Bureau of the Census. Current Population Reports, Population 
Characteristics: Series P-20, No. 140: 1-4. July 2, 1965. 
U.S. Bureau of the Census. 10th Census, 1960. Housings Volume 3» 
No. 160: 1-33. 1961. 
U.S. Bureau of the Census. 18th Census, 1960. Population, Volume 1, 
Part 17. 1963. 
U.S. Bureau of Labor Statistics. Consumer Expenditures and Income: 
Urban Places in the North Central Region, 1960-61. U.S. Bureau 
of Labor Statistics ELS Report No. 237-35» May 1964. 
U.S. Bureau of Labor Statistics. Study of Consumer Expenditures, In­
comes and Savings, 1950. Volumes 1-18. Pittsburgh, University 
of Pennsylvania. 1956-57. 
U.S. Bureau of Labor Statistics. Study of Consumer Expenditures, In­
comes and Savings, 1950. Volume 4. Summary of Family Expenditures 
for Housing and Household Operation. Pittsburgh, University of 
Pennsylvania; 1956. 
U.S. Department of Commerce. Survey of Current Business 45, No. 6. 
June 1965. 
Viner, Jacob. The Utility Concept in Value Theory and Its Critics. 
Journal of Political Economy 33$ 369-387. 1925. 
Warner, W. Lloyd, March!a Meeker, and Kenneth Bells. Social Class in 
America. New York, Harper and Row. 1960. 
123 
ACKNOWLBDCEMEIjTS 
A completed thesis is the result of the efforts of many — many 
•who have contributed unknowingly yet in a highly significant manner 
through the sharing of a random idea, -yith a -word of encoursgsaent, 
or by attending to a detail that may have seemed unrelated to the 
problem at hand. To acknowledge each ty name would exceed time and 
space limitations and would leave one vulnerable to the error of 
emission. The author is grateful to and will long remember each one 
for his contribution. 
Curing the course of this study the author has acquired an ever­
lasting debt to Dr. Margaret I. Liston for her intellectual stimula­
tion and wise guidance. Her singular contributions are recognized 
with full knowledge that they can never be adequately repaid. 
124 
APPENHEX A 
Survey Questionnaire 
125 
URF-405-40-33; I Case Number 
la. Do you have any children? j No | 
Yes 
lb. what are their ages? ______ ___ _____ ______ 
lCo Are there other people living with you? } Mo j 
Id. Relationship to you Age Sex 
M ¥ 
M ¥ 
2» How old were you on your last birthday? ______ 
How old was your husband? _____ 
3a. Where have you and your husband lived since you were married? 
(Give addresses and dates, including month and year.) 
3b. Since you were five years old, have you lived for a year 
or more in any of the following kinds of communities? 
What about your husband? 
W H 
Rural farm Y N Y N 
Rural nonfarm Y N Y N 
Town under 5,000 Y N Y N 
City under 50,000 Y N Y N 
City over 50,000 Y N Y N 
URF-405-40-33î I 
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Case Number 
4a* What types of organizations, groups or community activities 
you participate in? 
Name of group, 
organization, activity 
What about your husband? 
How often do you attend? 
(i.e., Seldom? PartTime? Usual 
H 
S 
S 
S 
s 
PT 
PT 
PT 
PT 
U 
U 
U 
U 
s 
s 
s 
s 
PT 
PT 
PT 
PT 
4b. Did either of you hold oîfice(s) during the past year? 
No I |"nT 
Yes 
4c. Which ones? 
(I) 
(H) 
I 
-j Yesj— 
5a. What newspapers and magazines do you and/or your husband rei 
regularly? 
Are you a 
current 
subscriber? Name of publication 
Do you read the adi 
Seldom? PartTime' 
Usually? 
Y N S PT U 
Y N S PT U 
Y N S PT U 
Y N s PT U 
Y N s PT U 
5b. Do you watch television? S PT R 
5c. Have you noticed any ads in the newspaper or on TV abot 
places for getting a loan or for buying on time? 
E3 
Yes 
5d. Describe: 
URF-405-40-33: I 
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Case Number 
3 
6a* What regular schooling have you had? What has your husband had? 
W H 
Elementary, school Y N Y N 
Some high school ï H ï H 
High school graduate Y N Y N 
Some college Y N Y N 
College graduate Y N Y H 
Post graduate work Y N Y N 
Advanced degree(e) Y H Y H 
6b. Have you had any specialized training in addition to the 
education mentioned above? | | Has your husband? | ^  | 
6c. Describe: 
6d. Are you in school now? | No | Is your husband? | Wo \ 
1 Yes | : 1 Yes!— 
6e. Where? 
6f. Study load: Part 
6g. How long expect 
to be in school? 
Full Part Full 
6h. Do you have any plans to continue your education within 
the next five years? IT | Does your husband? 
6i« Describe; 
URF-405-40-33 : I Case Number _______ 
7a* Since your marriage, what jobs have you and your husband had 
which paid #25 per week (#100 per month) or more? 
Kind of job 
Dates held 
(month & 
year) 
How much did 
you earn? 
Were you pa 
bonuses« ti 
commissions 
WIFE: 
Wage/salary: 
Self-employed: 
From: 
To: # per 
N Y 
Ait.: # 
Wage/salary: 
Self-employed: 
From: 
To: S oer 
N Y 
Amt.: i 
Wage/salary: 
Salf-employed: 
From: 
To: $ per 
N Y 
Amt. : # 
HUSBAND: 
Wage/salary : 
Self-employed: 
From: 
To: # per 
N Y 
Amt.: # 
Wage/salary: 
Self-employed: 
From: 
To: # per 
N Y 
Amt*: # 
Wage/salary: 
Self-employed: 
From: 
To: # per 
N Y 
Amt*: # 
Wage/salary: 
Self-employed: 
From: 
To: S per 
N Y 
Amt.: # 
Wage/salary: 
Self-employed: 
From: 
To: 4 per 
N Y 
Amt.: # 
7b. Have you had any other, incidental jobs during this period? 
Has y°ur husband? 
1 yes | 1 ye»f~ 
7c. Please describe each briefly: 
URF-405-40-33: I 
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8a. Is your husband satisfied with his current.occupation? 
8b. 
8c. 
8d. 
8e. 
9« What kinds of income did your family have other than your 
earnings during 1964? 
HŒB (GUIDES BBSPONSB) 
RESPONSE Did you have any? 
Earn, from investments T N 
Refunds T N 
Unemployment compensation T N 
Welfare payments T N 
Insurance proceeds T N 
Gifts from relatives T N 
Free goods & services T N 
Other (specify): ï N 
Does he hope to continue in this line of work for at 
least five more years? j -^j g 
In your family situation, what occupation do you see as 
most appropriate eventually? ' 
Thinking ahead about two years, what do you consider a 
reasonable monthly income for your family? > 
What income do you consider reasonable about five 
years from now (about 1970)? t • 
Interviewer observe: 
10. In what type of dwelling does the family live? Apartment 
Single-family house Duplex 
Other Describe: 
130 
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lia. Are you renting your home? 
Cage Number 
e3 
-{53-
lib. 
11c. 
lid. 
lie. 
B 
$ 
Yea 1—>Term: 
per 
Have you signed a lease? 
How much rent do you pay? 
Does this include any utilities? j No j 
Yes j—•Which ones? _____________________ 
When you moved to this place, what furnishings wer< 
here? 
Range N Y 
Refrigerator N Y 
Washer (clothes) N Y 
Dryer (clothes) N Y 
Vacuum cleaner N Y 
Dining table and chairs N Y Part 
Living room furniture N Y Part 
Bedroom furniture N Y Part 
12a. Do you own a house? 
12h. 
e3 
12b. If you were to sell your house this week, what woul 
you expect to get for it? f 
12c. Is there a mortgage on the home? |No | 
j Yes | 
12d. 
12e. 
12f. 
12g. 
jrears 
_per 
length of mortgage: 
Payments: 
Do you have mortgage protection insurance? 
E3 h 
Lnclui 
Insurance! 
DK 
Do the payments i de insurance or taxes oi 
th. h».? 1 I |i,.tth.r| Q» Taxes 
Were there any major appliances, carpeting or drapei 
included with the house when you bought it? |No ] 
& 
12i. Which? 
12j. Were the costs of these included in the 
mortgage? | None Some All 
URF-405-40-33î I 
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7 
CHECK HERE IF RESPONDENT NEITHER RENTS NOR OWNS A HOME. 
13a. Do you plan to make any changes in your housing facilities 
erithio the next five years? |No | 
•Q-
13b. What changes? 
FREE 
RESPONSE 
(GUIDED RESPONSE) 
Would you like? 
Larger place Y N 
Better neighborhood Y N 
Add to this house Y N 
Repair this house Y N 
Buy a house* Y N 
Build a house* Y N 
Sell and rent Y N 
Other (specify): Y 
•If YES to "buy" or "build" a house: 
13c. Would you probably use a mortgage loan? No 
•B 
13d. Over how many years would you expect to pay 
it off? 
years 
14. Do you have insurance premiums that you try to keep paid up? 
I No 
-ced-
Kind of coverage 
(Life, health, etc.) 
Amount of 
premium? 
$ 
How often 
paid? 
8 
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15. What do you do in order to have the money on hand to pay for 
the following? 
a. 
b. 
Groceries 
Utilities 
Housing 
d. Insurance 
e. Car 
f. Charge accounts 
Loans due 
h. Maternity & related expenses 
Are there other bills that you make special plans for in order 
to pay them? j Nq } 
Describe ; 
16a. Many families, even young ones, acquire substantial possessions 
in the course of their living. Do you consider the household 
goods that you now have sufficient for your needs at this time? 
Yes 
No 
16b. What in particular do you believe you should add within 
the next year? ' 
16c. Do you have any definite plans to purchase this (these) 
within the next six months? | „ 
mo 
-j Y«s (-
16d. Which ones? How do you plan to pay? 
Cash Credit 
Cash Credit 
Cash Credit 
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17. What furniture and appliances do yen Fi« have? How did you 
get them: Cash? Gift? CRedit? Sun did yo» get them? 
How did When act ùlred 
Name of item 
How 
many? 
you get 
it? 
Prior to 
marriage 
1st* 
year 
2nd. 
year 
3rd. 
year 
a. Range C G CR Y N Y N Y N Y N 
b. Refrigerator c G CR Y N Y N Y N Y N 
c. Kitchen table C G CR Y N Y N Y N Y N 
d. Kitchen chairs C G CR Y N Y N Y N Y N 
e. Dining table C G CR Y N Y N Y N Y N 
f. Dining chairs 
- -
C G CR Y N Y N Y N Y N 
S* Sofa 
___ 
C G CR Y N Y N Y N Y N 
h. Occasional 
tables C G CR Y N Y N Y N Y N 
i. Occasional 
chairs C G CR Y N Y N Y N Y N 
j* Bookcase C G CR Y N Y N Y N Y N 
k. Desk VMM* C G CR Y N Y N Y N Y N 
m. Chests C G CR Y N Y N Y N Y N 
n. Bed C G CR Y N Y N Y N Y N 
P. Television C G CR Y N Y N Y N Y N 
q* Hi-fi, stereo C G CR Y N Y N Y N Y N 
r. Clothes washer C G CR Y N Y N Y N Y N 
8. Clothes dryer C G CR Y N Y N Y N Y N 
t. C G CR Y N Y N Y N Y N 
u. c G CR Y N Y N Y N Y N 
V. c G CR Y N Y N Y N Y N 
URF-405-40-33: I 
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Case Number 
18. For those items that you purchased on credit, we would like a 
little more information. Could you give us the following: 
Item 
Credit Amount Payments 
source borrowed amt./per. 
i. 
* 
$ 
* 
* Per. 
Cur. Carry 
bal, charge 
19a. During the past year, at the time you bought a piece of furn­
iture or an appliance, did you change your mind about how 
you would pay for it? FLTl 
Yes 
19b. What caused you to change your mind? 
19c. For those items bought on time during the past year. 
did you ask about the cash price? j^o j | | 
19d. For which ones? 
19e. Did cash price 
differ from the 
time price? Y N DE N DK 
20a. Do you always pay cash for your groceries? 
No 
20b. How frequently do you charge your groceries? 
Seldom Parttime Usually 
20c. How often do you pay on your account? 
0 20d. Do you owe some now? Yes 
URF-405-40-33: I 
21a, Do you own an automobile? 
135 
Case Number 
I No 
21b. More than one car? | No | | Yes}——»Number 
Car No. 1 Car No* 2 
21c. Make and year model : ______________ ___________ 
21d. When did you buy it? ______________ 
21e. Sale price of car $ S 
21f. Did you use credit? | No ( |No | 
Yes 
21g. Loan source 
21h. Amt. borrowed # # 
211» Contract length 
21 j. Amt. payments $ per _ # per 
21k. Current balance# # 
21m. Carrying charge# # 
21n. Do you know what annual rate of interest you 
pay (paid)? Yes Guess 3 DK 
21p. Does this loan include the cost of the insur­
ance on the car? „ „ v „ 
22a. Have you owned a car before (this one)? |no | 
22b. Did you pay cash for it? | No| 
| Yes |—• Describe loan: ___________ 
23a. Do you have a gasoline credit card? |No | 
—ŒHh 
23b. How frequently do you use it? 
| Occasionally 
Regularly 
Vacation (trips) only 
URF-405-40-33: I 
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24. Have you used any other type of credit card? | No| 
I Yesf—• What kind? __________________________________ 
25a. During the past year, did 
you buy any clothing on time? {No j Did your husband? j Ko 
-} Yea 
25b. Type of account(s) ________________ ,> 
25c. Avg, monthly pet. $ $ 
25d. Current balance? Y N Y N 
25e. Carrying charge $ or % $ or 
25f. Before you were married. 
did. you buy clothing 
on time? { No | Did your husband? |No | 
1 ra res 
25g. Type of 
account(s) 
26a. Have you had any major medical or hospital bills ($25 or more 
during the gast %ear? 
Yes 
26b, How did you pay for it? 
Insurance only N Y 
Insurance and cash N Y 
Cash only N Y 
Credit N Y. 
Other (specify): N Y 
> Source: 
27a, Have you ever borrowed for 
educational purposes? 
27b. For what? 
27c, Loan source 
27d. Terms 
27e, Balance now? 
I No I Has your husband? I No 1' 
-he3 œ3 
N 
13 
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28a. Since your marriage, have you used credit for other purposes? 
Yes 
28b. FREE 
RESPONSE 
(GUIDED RESPONSE) 
Did you use.for? 
Book clubs Y N 
Record clubs Y N 
Encyclopedias Y N 
Contact lenses Y N 
Luggage Y N 
Wedding rings Y N 
Jewelry or watch Y N 
Photographic equipment Y N 
Boat Y N 
Camping equipment Y N 
Other (specify): Y N 
28c. For each "yes", obtain the following: 
ITEM 
Where borrowed ______ 
Amt. of loan 8 
Length of loan 
Payments j per 
Current bal.? Y N 
Amt. of CC $ 
$ Per 
Y N 
or % $ or % 
t per 
Y N 
$ or % 
29a. Are any of the loans you have outstanding covered by credit 
life insurance? | | DA 
1 tes r 
29b. Which ones? 
29c. Do you pay 
extra for it? Y N DK Y N DK Y N DK 
URF-405-40-33: I 
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30a. Let us assume that you are thinking seriously of buying a new 
washer within the next year. How would you plan to pay for it? 
Past savingsj {Current income] 
30b. 
30c. 
30d. 
30e. Now let us assume that your present washer suddenly 
develops major trouble. It involves repairs that will 
cost at least $50. What do you see as possible ways 
t o  c o p e  w i t h  s u c h  a  p r o b l e m ?  _ _ _ _ _ _ _ _ _ _ .  
j 
Where would you borrow the money for this? ________ 
How long would you want to repay the lean? ______ 
How much carrying charge would you be willing to pay? 
$ or 
IF "WOULD BORROW": Would your preferences for credit 
differ any from (30b, 30c, and 30d) above? |No| 
Yes[ »How? 
31a. Assume that you suddenly need an extra $150 to cover unexpected 
medical expenses for a member of your immediate family. How 
would you propose to meet this emergency? 
FREE (GUIDED RESPONSE) 
RESPONSE Would you? 
Try to arrange with the doctor/hospital Y N 
Borrow from a bank Y N 
Borrow from the credit union Y N 
Borrow from a consumer finance company Y N 
Borrow from relatives/friends Y N 
Other (specify): Y N 
31b. What time period would you want to repay this debt? 
Less than 6 mo. 6 mo. to 1 yr.| More than 1 yr. 
139 
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32a. Assume that you are shopping and see a wrist watch — just 
one you have been looking for! You do have a reserve func 
about $70 so that you probably could pay cash if you chosc 
The price tag on the watch lists a down payment of $9,95 t 
aontbly payaeats of either $10 or $5. Would you waat aay 
information to help you decide whether to pay cash or to I 
t h e  w a t c h  o n  t i m e ?  | N o  |  
32b. What? 
32c. 
32f. 
If you were buying the watch on time and had a choic 
between paying the balance in 6 months or in 12 mont 
which would you prefer? 6 months 12 months 
32d. Assuming that the selling price of the watch include 
the carrying charges, is there a difference in the 
interest rates for these two periods? | No | 
1 Yes) 
32e. Which has the higher rate? 6-mo.| 12-mo 
Assume that you wanted to pay for the watch in six 
months. But instead of making monthly payments of 
$10 each, you paid a lump-sum of $60 at the end of 
six months. Is there a difference in the interest 
rate for these two situations? I No 
Yes 
32g. Which has the higher rate? 
Installments | Lump­sum 
33a. Is membership in a credit union available to your family?[ 
: 0 
33b. Where? 
33c. Are you a member? HE] 0E3 
16 
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34a. Would you tell us how you acquired the major portion of your 
current supply of the following? To which of these have you 
added since marriage? Which of these items do you need more 
of now? 
Added 
Dishes 
Glassware 
Flatware 
Cookware 
Cutlery 
Linens; 
Bath 
Bed 
Dining 
Small appliances 
since Need 
Cash Gift Credit marriage mere 
Y N Y S Y N Y N Y N 
Y N Y N Y N Y N Y N 
Y N Y N Y N Y N Y N 
Y N Y N Y N Y N Y N 
Y N Y N Y N Y N Y N 
Y N Y N Y N Y N Y N 
Y N Y N Y N Y N Y N 
Y N Y N Y N Y N Y N 
Y N Y N Y N Y N Y N 
34b. For those items that WERE ACQUIRED on credit, would you 
please describe the credit arrangements? 
Item Source, type, terms of credit 
34c. Would you use credit to buy any of the items you need? 
[£• 
—l Ye. | 
34d. What arrangements would you prefer? 
Item Source, terms, type of credit 
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35. For the following ten items, would you please indicate which 
you now have and the order in which you acquired them.. Which 
ones did you purchase on time? 
In which order would you wish to acquire the remaining items 
listed? Which of them would you be willing to buy on credit? 
NOW HAVE WANT 
Order 
of 
Item acquisition 
Bought 
with 
credit 
Preferred 
order of 
acquisition 
Would 
buy on 
credit 
a. Automobile Y N Y N 
b. Television set Y N Y N 
c. Hi-fi or stereo Y N Y N 
d. Clothes washer Y N Y N 
e. Food freezer Y N Y N 
f. Vacuum cleaner Y N Y N 
K* Sewing machine Y N Y N 
h. Air conditioner Y N Y N 
i. Clothes dryer Y N Y N 
j • Boat Y N Y N 
36a • Do you have plans to purchase any of the wanted items soon? 
Item 
Within 
one year 
Y N 
Within 
two years 
Y N 
Y N Y N 
Y N Y N 
36b. For those items that you have indicated you would be 
willing to buy on credit, what terms would you prefer? 
Item Source, type, terms of credit 
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37a. Do you have any of the following liquid assets: 
Checking account T N 
Savings account Y N 
Savings bonds Y *? 
Stocks and corporate bonds Y N 
Insurance policies 
w/ cash value Y N 
37b. Would you indicate the appropriate letter for the 
combined value of these liquid assets? 
A. Less than $100 
S. $100 to $248 
C. $250 to $499 
D. $500 to $999 
E. $1000 to $1499 
P. $1500 to $1999 
G. $2000 to $2499 
H. $2500 or more 
38. Do you own any real estate (other than previously mentioned)? 
I Yes | > Approximate market value: $ No 
39. Would you please indicate your family's current annual income 
from all sources? A ^ than |3000 
B. $3000 to $4999 
C. $5000 to $6999 
D. $7000 to $8999 
E. $9000 to $10,999 
F. $11,000 to $12,999 
G. $13,000 or more 
40. Are your expectations for next year's total family income 
| More than | Same as"| | Less than | this yea A? 
41. What is (was) your father's main occupation? 
That of your husband's father? 
URF-405-40-33: I 143 Case Number 
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42a. 
43. 
Have your parents bought things on time or borrowed cash for 
that purpose? Have your husband*s parents? 
EE] GEI HD [HI B ® 
42b, What, in general» would you say is your paresis' 
attitude toward the use ef coaauaer credit? The 
attitude of your husband's parents? 
(w) Favorable Indifferent 
(H) | Favorable| Indifferent 
Unfavorable 1 B 
Are there types of information about family finance or consumer 
credit that you believe would be useful to young couples just 
starting out? 
IP ÏOU HAYE NEVER USED CREDIT: 
44. Is there a particular reason why you have not used credit? 
45a. Are there circumstances under which you would consider it 
reasonable to borrow ooney for your faaily's needs? j| 
' ' ' | Yesf— 
45b. What circumstances? 
46a. Where would you go to borrow, or to buy on credit? 
46b. Are there certain types of credit that you would not use? 
47. What guides would you use to control your use of credit? 
(Certain limits to the amounts you might borrow? Certain 
time limits that you would observe in repaying loans?) 
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APFBNIEZ B 
Procedures for Telephone Screening 
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In the selected segments, the street number of the residence is 
given. The name and the phone number of the occupant residing there 
when the Directory vas compiled may be listed. However, it is the 
address that is to be checked for eligible persons living there. 
Whenever a call is placed, put an «0* after the phone number. 
Whenever there is an answer to a call, place an "X" inside the "0". 
Begin asking the following questions in the order given. Whenever 
you receive "no" as the answer, it indicates ineligibility. Ask no 
further questions and terminate the conversation. 
1) Is this (address)? 
(Number) (Street) 
2) If yes: IDENTIFY YOURSELF BY NAME AND AS BEING WITH 
IOWA STATE UNIVERSITY DOING A CANVASS OF HOUSEHOLDS 
IN DBS MOINES. Indicate that you have a few brief 
questions to ask them: 
3) Is there a husband and wife living at this address? 
4) Is the husband under thirty years of age? 
5) When were you married? ELIGIBLE IF: 
a) any date in 1962 
b) amy date in 1963 
c) January 1, 1964. 
If the occupants of the address do not meet eligibility require­
ments, from the code provided record the appropriate symbol identifying 
reason for ineligibility. 
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The number dialed may be for an address other than the one listed, 
or the phone number no longer Is in service. In either case, mark 
through the number listed. That address will have to be screened on a 
house-to-house basis. 
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APEBNHCX C 
Warner's Social Scale of Occupations 
1 
RLgure 3. Warner's seven-point social acale of occupations 
Bating Professionals Proprietors Business Men Clerks and Kindred Manual-.' Protective and Farmers 
Assigned to and Managers Workers, Etc. Workers Service Workers 
Occupation 
Lawyers, doctors, 
dentists, engineers, 
fudges, high-school 
superintendents, 
veterinarians, 
ministers (gradu­
ated from divinity 
school), chemists, 
etc. with post­
graduate training, 
architects 
Businesses valued 
at $75,000 and 
over 
Regional and 
divisional man­
agers of large fi­
nancial and indus­
trial enterprises 
Certified Public 
Accountants 
Gentleman farmers 
High-school teach­
ers, trained nurses, 
chiropodists, chiro­
practors, under­
takers, ministers (some training), 
newspaper editors, 
librarians (gradu­
ate) 
Businesses valued 
at 520.000 to 
•75,000 
Assistant managers 
and oiBcc and de­
partment managers 
of large businesses, 
assistants to execu­
tives, etc. 
Accountants, sales­
men of real estate, 
of insurance, post­
masters 
Large farm owners, 
farm owners 
Social workers, 
grade-school 
teachers, optome­
trists, librarians (not graduate), 
undertaker's assist­
ants, ministers (no training) 
Businesses valued All minor officials 
at $5,000 to of businesses $20,000 
Auto salesmen, 
bank clerks and 
cashicrs, postal 
clerks, secretaries 
to executives, su­
pervisors of rail­
road, telephone, 
etc., justices of the 
peace 
Contractors 
Figure 3. (Continued) 
Ratine 
Assigned to 
Occupation 
Professionals Proprietors 
and Managers 
Business Men Clerics and Kindred 
Workers, Etc. 
Manual 
Workers 
Protective and 
Service Workers 
Fanners 
Businesses valued 
at $2,000 to 
$5,000 
Stenographers, 
bookkeepers, rural 
mail clerks, rail-
toad ticket agents, 
sales people in dry 
goods store, etc. 
Factory foremen, 
electricians f own 
plumbers {busi-
c arpentera [ ness 
watchmakers 
Dry cleaners, 
butchers, sheriffs, 
railroad engineers 
and conductors 
Businesses valued 
•t $500 to $2,000 
Dime store clerks, 
hardware salesmen, 
beauty operators, 
telephone operators 
Carpenters, plumb- • 
en, electricians (apprentice), 
timekeepers, line­
men, telephone or 
telegraph, radio re­
pairmen, medium-
skill workers 
Barbers, firemen, 
butcher's appren­
tices, practical 
nurses, policemen, 
seamstresses, cooks 
in restaurant, bar­
tenders 
Tenant farmers 
Businesses valued 
•t less than $500 
Moulders, semi­
skilled workers, 
assistants to car­
penter, etc. 
Baggage men, 
night policemen 
and watchmen, taxi 
and truck drivers, 
gas station attend­
ants, waitresses in 
restaurant 
Small tenant 
farmers 
7 
Heavy labor, mi­
grant work, odd-job men, miners 
•Janitors, scrub- • Migrant farm 
women, newsboys laborers 
152 
APPENDIX D 
Data for Rent Interpolations 
Table 15. Outlays for housing and utilities, selected areas, by occupational classes 
North 
1960 
Central Region 
1950 
Des Moines. Iowa 
1950 b 
Large cities of the north 
Occupation 
Total 
housing 
Util­
ities 
Per cent 
for 
utilities 
Total 
housing 
Util­
ities 
Per cent 
for 
utilities 
Total 
housing 
Util­
ities 
Per cent 
for 
utilities 
Self-employed 1215 339 27.9 763 188 24.6 491 162 32.9 
Salaried official, 
Professional 1303 308 23.7 806 155 19.2 652 176 26.9 
Clerical, 
Sales 1009 238 23.5 658 138 21.0 706 112 15.8 
Skilled 1004 278 27.6 611 162 26.5 602 18? 31.0 
Semi-skilled 950 235 24.7 560 148 26.4 519 158 30.4 
Unskilled 832 205 24.6 509 138 27.1 314 65 20.7 
Not working, 
Others 800 181 22.6 537 150 27.9 535 144 26.9 
*U.S. Bureau of Labor Statistics. Consumer Expenditures and Income : Urban Places in the North 
Central Region, 1960-61. U.S. Bureau of Labor Statistics ELS Report No. 237-35* 12. May 1964. 
H 
U.S. Bureau of Labor Statistics. Study of Consumer Expenditures, Incomes and Savings, 1950. 
Volume 4. Summazy of Family Expenditures for Housing and Household Operation, Pittsburgh, 
University of Pennsylvania. 1956. pp. 10-14. 
Table 16. Outlays for housing and utilities, selected areas , by income groups 
1960 1950 b 1950 . 
North Central Region Des Mcdnes» Iowa Large cities of the north 
Money income Total Util- Per cent Total Util- Per cent Total Util- Per cent 
after taxes housing ities for 
utilities 
housing ities for 
utilities 
housing ities for 
utilities 
Under $1,000 476 120 25.2 243 104 42.7 376 99 26.3 
1,000 - 1,999 556 148 36.2 505 70 13.8 434 100 23.0 
2,000 - 2*999 676 157 23.2 488 138 28.2 506 125 24.7 
3,000 _ 3,999 779 183 23.5 544 151 27.7 570 147 25.8 
4,000 - 4,999 887 221 24.9 622 158 25.4 680 173 25.4 
5,000 - 5.999 982 246 25.1 740 203 27.4 733 189 25,7 
6,000 - 7.499 1129 296 26.2 672 187 27.8 806 191 23.7 
7,500 - 9.999 1244 328 26.3 863 155 17.9 946 239 25.3 
10,000 - 14,999 1443 381 26.3 1248 270 21.6 1552 271 17.5 
15,000 or more 1938 490 25.2 
*U.S. Bureau of Labor Statistics. Consumer Expenditures and Income: Urban Places in the North 
Central Region, 1960-61. U.S. Bureau of Labor Statistics ELS Report No. 237-35$ 9» May 1964. 
bU.S. Bureau of Labor Statistics. Study of Consumer Expenditures, Incomes and Savings, 1950. 
Volume 4. Summary of Family Expenditures for Housing and Household Operation. Pittsburgh, 
University of Pennsylvania. 1956. pp. 48-50. 
155 
ArrENIEÂ B 
Supplementary Tables 
156 
Table 17. Distribution of fam1H.es having credit commitments of various 
durations, by socioeconomic status 
SodLoeoonoBic status 
Low Middle High Total 
Duration 
No. 
Per 
cent No. 
Per 
cent No. 
Per 
cent No. 
Per 
cent 
30-day 10 35.7 17 47.2 25 89.3 52 56.5 
90-day 2 7.1 4 11.1 12 42.9 18 19.6 
Revolving, or 
optional 7 25.0 13 36.1 10 35.7 30 32.6 
12 months, 
or less 14 50.0 20 55,5 17 60.7 51 55.4 
13 to 36 months 19 67.9 31 86.1 21 75.0 71 77.2 
36 months 
mrnmm 
4 11.1 4 14.3 8 8.7 
No term 
specified 11 39.3 16 44.4 12 42=9 39 42.4 
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Table 18. Distribution of families using various sources of credit, by-
socioeconomic status 
Socioeconomic status 
Credit source 
Low Middle High Total 
(*=28) (N=36) (*=28) (N=92) 
Per Per Per Per 
No. cent No. cent No. cent No. cent 
Parents, or 
relatives 2 7.1 3 8.3 3 10.7 8 8.7 
Credit union 4 14.3 4 11.1 5 17-9 13 14.1 
Retail outlet 22 78.6 31 86.1 27 96.4 80 86.9 
Consumer finance 
company 11 39*3 12 33.3 7 25,0 30 32*6 
Bank, or Savings 
and loan 5 17.9 24 66.7 13 46.4 42 45.7 
Government, 
college, or 
university 3 8.3 8 28.6 11 11.9 
Publisher, or 
door-to-door 6 21.4 15 41.7 6 21.4 27 29.3 
Doctor, or 
hospital 5 17.9 4 11.1 9 9.8 
Other 1 3.6 3 8.3 2 7.1 6 6.5 
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Table 19. Distribution of families using various types of accounts, by 
socioeconomic status 
Socioeconomic status 
Low Middle High Total 
(N=28) (B=16) (N=28) (R=?2) 
Per Per Per Per 
^ Ho. cent No. cent No. cent No. cent 
30-day 8 28.6 16 44.4 25 89.3 49 53.3 
90-day cash 1 3.6 3 8.3 11 39.3 15 16.3 
Optional 4 14.3 1 2.8 6 21.4 11 11.9 
Revolving 4 14.3 12 33.3 4 14.3 20 21.7 
Signature loan 9 32.1 15 41.7 11 39.3 35 38.0 
Installment sale 19 67.9 27 75.0 17 60.7 63 68.4 
Installment loan 18 64.3 33 91.7 21 75.0 72 78.3 
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Table 20. Monthly credit obligation as a per cent of monthly income* by 
socioeconomic status 
Socioeconomic status 
Monthly debt Low Middle High Total 
payments as a (N=28) (N=36) (£=28) (#=92) 
per cent of Per Per Per Per 
monthly income No. cent No. cent No. cent No. cent 
0 13 46.4 6 16.7 11 39.3 30 32.6 
0.1 - 5.0 2 7.1 5 13.9 2 7.1 9 9.8 
5.1 - 15.0 8 29.6 16 44.4 6 21.5 28 30.4 
15.1 - 35.1 4 14.3 8 22.2 9 32.1 23 25.0 
Debts but 
no income 1 3.6 1 2.8 2 2.2 
28 100.0 36 100.0 28 100.0 92 100.0 
1 
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Table 21. Distribution of families by types of liquid assets held, by 
socioeconomic status 
Socioeconomic status 
Low Middle High Total 
(*=28) (*=36) (W=28) (*=92) 
T.™* n-r oaCÛ+ Per Per Per Per 
iype oi asset No# cent No. cent No. cent No. cent 
Checking account 13 46.4 32 88.9 28 100.0 73 79.3 
Savings account 11 39.3 25 69.4 17 60.7 53 57.6 
Savings bonds 9 32.1 15 41.7 13 46.4 37 40.2 
Stocks and 
corporate bonds 1 3.6 4 11.1 8 28.6 13 14.1 
Insurance policies 
with cash value 11 39.3 24 66.7 24 85.7 59 64.1 
No liquid assets 5 17.9 1 2.8 6 6.5 
